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a An Enlarged Opportunity 


It has been wisely said that foresight is in direct relation to 


— J hindsight; that we can see ahead only as far as we can look back. 
- q Dnderraats who have served the institution of Life inauragec 
ig F during the troublesome years through which we have been passing, 
Month; particularly during 1933, will face 1934 with stauncher courage and 
Eieak a broader conception of the ways in which Life Insurance serves 
een ; human needs. 

’ ; The new year demands sincerity of purpose to the highest ideals 
oday for which the institution stands. We must continue to base our 
ia thinking on the realization that a well-managed Life Insurance com- 
oo pany exists so that, among other things, children may have their 
< =< mother’s time after their father has been taken from them. 

De ' This land is filled with homes, some with fathers and some with- 
ily ae out, that are better homes today because of the steadfast perform- 
0, ance of Life Insurance. As life underwriters, you have an enlarged 


he cot: opportunity in 1934 to continue the task of serving human needs 
rs. 


through well-conceived Life Insurance plans. 
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The Pillar of Strength Is 


SOUND MANAGEMENT 


The abilities and ethics of men govern the soundness, progress, and safety of all business and espe- 
cially that of service institutions such as life insurance. 


Laws may be made, regulations prescribed, management policies determined, yet—their final worth 
is measured by the management which directs their functions. Assurances of integrity, of a high stan- 
dard of fairness in matters relating to policyholders and agents, of a genuine desire to be helpful to 
the nation are essential qualities of sound management. 


Sound management is an essential of a good life insurance company. | 


THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 
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Improvement Seen 
in Wide Survey 


American Service Bureau Reports 
on Nationwide Investigation 
of Insurance 


OCCUPATIONS ARE LISTED 


Favorable Upturn Seen in Many Ac- 
tivities Where More People Are 
Buying Insurance 


The effects of the NRA, farm relief 
and the other steps taken by the na- 
tional administration to aid business re- 
covery and to increase employment are 
favorably reflected in recent purchases 
of life insurance as indicated by a na- 
tion-wide survey of insurance buyers 
made by the American Service Bureau, 
the inspection organization which is 
owned and controlled by the members 
of the American Life Convention. 


The check-up indicates that more 
farmers, country housewives, factory 
workers, automobile service station em- 
ployes, oil field and refinery workers 
and those on the payroll of public utili- 
ties and various branches of the gov- 
etnment are buying life insurance to- 
day than was the case six months and 
a year ago. 


Comparisons Are Made 


The survey was made of insurance 
buyers in December and comparisons 
were made with similar studies made 
last July and in December, 1932. In 
all three surveys a group of 10,164 buy- 
ers of new life insurance was the major 
unit on which conclusions were based. 

That agriculture is slowly coming 
back into its own is indicated by the 
three surveys, for of each 10,164 pur- 
chasers of new life insurance in De- 
cember 1,135 were farmers. In De- 
cember, 1932, there were but 990 farm- 
fs in a similar group, while last July 
they numbered 1,039. Country house- 
Wives have also increased from 198 in 

ecember, 1932, to 232 in July and 251 
the December just passed. On the other 
hand city housewives this December 
numbered but 786 compared with 896 
in July and 964 in December, 1932. 
armers and ranchers applied for an 
average of $1,831 of new insurance in 

ecember. Of the 1,135 only 365 stated 
they had other life insurance. Among 
country women 86.9 percent had no 
other insurance and the ratio of those 
without other life insurance among city 

Ousewives was 74.8 percent. 


Manufacturing Industries Survey 


Mh manufacturing industries there has 
er a marked increase in the number 
4 qerers of life insurance since De- 
is er, 1932, when there were but 287 
Ps ory workers among each 10,164 pur- 

sers of new life insurance. In July 
bs number advanced to 371 and the 

st December there was a further in- 
(CONTINUED ON LAST PAGE) 















Salary Basis Is Advocated 


Management Engineer Says Companies Should Decide on 
Size and Revamp Methods for Compensating Producers 





NEW YORK, Jan. 18.—Life com- 
panies would do well to eliminate their 
marginal agencies and agents and put 
the abler producers on a salary and 
extra-incentive basis; each company 
should decide upon an “optimum” size 
for itself and then bend its efforts to- 
ward maintaining that size rather than 
striving for unlimited expansion. This 
is the opinion of Harry Arthur Hopf, 
senior member of H. A. Hopf & Co., 
management engineers of New York 
City. Mr. Hopf has made a close study 
of life company management. In 1931 
he addressed the American Life Conven- 
tion on current management trends in 
the business, his address being entitled, 
“Whither Management?” A former life 
insurance executive, Mr. Hopf brings 
to the scrutiny of life company prob- 
lems a wealth of experience with the 
merchandising and administrative 
troubles of other lines of business. 


Consider Particular Circumstances 


“We are going to hear a lot more of 
the word ‘optimum,’” Mr. Hopf pre- 
dicted. ‘However, I cannot subscribe 
to the late John M. Holcombe’s belief 
expressed a quarter-century ago that 
$500,000,000 in force or any other figure 
constitutes the best possible size for 
every company. The optimum size must 
be determined by each company accord- 
ing to its particular circumstances. 

“Having determined this optimum 
figure, a company could put more em- 
phasis on keeping its business in force 
than in going after new production. Sup- 
pose it spent, say, 75 percent of its sell- 
ing efforts on retaining old business and 
25 percent on going after new, instead 
of the other way around.. It would work 
wonders with selling costs and eliminate 
considerable expense at the home office. 
This basis would put the life under- 
writer in the position of a ‘stabilizing’ 
agent rather than merely a selling agent. 


Commission Is Always Proportional 


“In changing from a commission-only 
to a salary and extra-incentive plan, the 
life companies would only be doing what 
other businesses have already found it 
wise to do. The measure of sales suc- 
cess in other lines is a selling cost which 
decreases as volume increases. In life 
insurance the commission is always pro- 
portional to the volume, making it prac- 
tically impossible to get a lower unit 
cost with increased production. 

“We must get away from the idea 
that life insurance merchandising is so 
different from all other forms of selling. 
Life insurance can realize its high as- 
pirations just as well with salaried agents 
as it can on a commission basis. 


Should Have Eliminated Commission 


“The Armstrong investigation made a 
colossal mistake when, instead of cut- 
ting first-year commissions and allow- 
ances from 100 percent and more down 
to a maximum of 55 percent for ordi- 
nary life, it failed to eliminate the com- 
mission basis altogether. If it had done 
so, we might have smaller companies, 
but the cost of carrying insurance in the 








last 25 years would have been greatly 
reduced, and the lapse rate that we have 
experienced would have been substan- 
tially lessened. 

“As to culling out the marginal pro- 
ducers: the big majority of new business 
is produced by a small minority of 
agents. Yet most of the management’s 
efforts are expended on the small per- 
centage of business obtained by the in- 
efficient majority. How are we to find 
out which agents are so inefficient that 
they should be dropped? Obviously the 
companies will be much quicker to take 
cognizance of differences in efficiency 
under a salary arrangement than when 
they are paying commissions only. 


Classified Into Fifths 


“In judging the effectiveness of sales- 
men, a rough classification into fifths is 
helpful. The efforts of management 
should be concentrated on the middle 
fifth, as the upper two-fifths can pretty 
well take care of themselves with a mini- 
mum of supervision. In the majority 
of cases it will be found that the lowest 
two-fifths consume an inordinate pro- 
portion of management expense and 
should therefore be dropped. 

“With a salary basis decided upon, it 
is extremely important to fix upon not 
only the proper salary, but the point at 
which the bonus or extra incentive for 
volume shall begin to apply, and how 
much it shall be. This must be com- 
puted for each company in order to 
stimulate the best efforts of the sales- 
men and at the same time not overpay 
them. It is very demoralizing for sales- 
men to be paid out of all proportion to 
their efforts. Young fellows who get 
commission checks on lucky sales of 
large cases, which they themselves re- 
alize are far out of proportion to the 
work they did, are naturally less keen 
about going after the ordinary cases. 


Not Result of Depression 


“This need for getting a better com- 
pensation basis for life agents is not 
merely a result of the depression. The 
problem was beginning to make itself 
felt several years before 1929. The sales 
methods that were adapted to a rapidly 
increasing population are inadequate as 
the population curve tends to flatten out. 
It is estimated that by 1960 or 1965 the 
population figure will be about stationary. 
As civilization rises to higher standards, 
its birth-rate tends to decrease. This 
tendency is augmented by the exclusion 
of immigrants, among whom the greatest 
fecundity is found.” 


Suggests Information Bureau 


Among other desirable changes in the 
business Mr. Hopf suggested a bureau 
to correlate financial and investment in- 
formation of interest to the life com- 
panies, in much the same manner as the 
Medical Information Bureau correlates 
medical information; also a plan of 
building registry to give the companies 
more accurate information about the 
condition of the properties on which 
they are taking mortgages. 





Problem of Lapse 
Is a Vexing One 


Dr. H. W. Dingman of the Con- 
tinental Assurance Gives 
Some Suggestions 


IN TALK TO ACTUARIES 





Declares That Large Amount of Busi- 
ness Going Off the Books Is 
an Indictment 


The problem of the $7,500,000,000 of 
life insurance, including $5,000,000,000 
of ordinary life, sold in this country last 
year, and the lapses and surrenders to- 
taling over $10,000,000,000 of ordinary 
life constitutes an indictment of life in- 
surance men for not giving enough at- 
tention to maintenance of the business, 
Dr. H. W. Dingman, vice-president and 
medical director Continental Assur- 
ance, Chicago, told the Chicago Ac- 
tuarial Club, speaking on “Underwriting 
in Connection with Reinstatement.” 


Little Business is Revived 


Dr. Dingman said that less than 10 
percent of the business that goes off the 
books ‘by lapse and surrender is revived 
despite the companies’ keenness to keep 
it in force and the large property val- 
ues represented in the insurance. Some 
of the loss is due to abandoned plans, 
some to indifference and not a little to 
floating or unstable insurance. 

It is a subject that must be given the 
closest attention by men in home office 
and field, he said. It must be viewed 
from the standpoint of rights and obli- 
gations of the companies and policy- 
holders. A life policy is property and 
entitled to protection and even the pol- 
icyholder who has lapsed is entitled to 
service on what he has bought. The 
policyholder who offers cash with rein- 
statement application and is an old val- 
ued customer is entitled to special treat- 
ment and should be given most careful 
consideration, but not at the expense of 
the mass of policyholders. 


Company Has Certain Rights 


For itself the company has certain 
rights. Insurability for reviving the 
lapsed policies should be considered in 
the broadest aspect and not merely from 
the health element. Finances and hab- 
its are highly important today. Dr. 
Dingman suggested companies would be 
in better legal position if in addition to 
the questions regarding health and fi- 
nances they could insert in the applica- 
tion the inquiry whether the applicant’s 
habits are good. 

The provisio~ in the policy that the 
holder “may” obtain reinstatement after 
lapse on evidence of insurability really 
means that he “shall” be given this 
privilege. If the policy is in jeopardy 
the holder has a right to expect rea- 
sonable service so the jeopardy shall be 
no greater than it should be. Undue 

(CONTINUED ON LAST PAGE) 
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Prosperity, Which Detoured in July, Appears 
Back on Road Again 


Stabilization of the dollar, brought 
near by the President's message to Con- 
gress, caused an upward surge in all 
markets. Butiness will now go forward 
the way it started last spring, prior to 
the July break, with only the drawback 
of intervening curstoomenss such as 

and overwhelming taxes. — 

“— unstable dollar works evil in two 
directions. Those who have money are 
afraid to lend it, because when the due 
date comes around the dollars they re- 
ceive in payment may be cheaper than 
those they lent. The other side is 
equally bad but has had little attention. 
Responsible borrowers are afraid to take 
on obligations in unstable dollars, be- 
cause if the conservatives prevailed, part 
of the former sound value of the dollar 
might be restored. 


Law Instead of Pledge 
Will Now Be the Order 


Government buying of gold was a 
practical pledge, a human pledge, that 
the official devaluation would go at least 
as far as the price fixed for newly 
mined gold. The law now asked by the 
President guarantees to the world that 
the devaluation will go at least as far 
as 60 cents, and particularly, that the 
dollar will not be allowed to swing back 
to a higher figure. Thus. borrowers 
need not fear that they will have to 
pay back in dear money. One of the 
great drawbacks to recovery has been 
the reluctance of sound borrowers to 
make commitments in unstable dollars 
and this assurance alone should be an 
effective spur to revival of sound busi- 
ness. ; 
This will affect insurance companies 
mainly in interest rates. Money has 
gone begging. Banks have been so 
crammed with money which their good 
customers were unwilling to borrow 
that interest on commercial deposits 
was cut to one-fourth of 1 percent a 
year, before the government forbade 
any interest. Insurance companies, of 
course, do not make commercial loans, 
but when business goes forward the 
normal lending fields of the companies 
will open up. They can look for a 
better yield on investments than has 
been obtainable in recent years. 


Brakes on Recovery 
May Be Very Desirable 


General recovery, of course, will re- 
store the values of their old investments. 
This restoration may come rather rap- 
idly. The only things now in the way 
of recovery are the codes, and the threat 
of overwhelming taxes. It may not be 
a bad thing that the codes are here to 
put the brakes on recovery. A tempes- 
tuous boom would be as dangerous as 
that of 1929. It is an illusion to be- 
lieve that the country has learned any- 
thing from the collapse. Men who 
lost their shirts will risk their shoe- 
strings the moment there is any hope 
of a killing. 

The great thing is that from now on 
the business course will be upward. The 
stock and commodity exchanges will 
have the usual traps for the foolish, but 
the trend of business will be upward. 


Sound Money Pledge 
Was Overlooked by the Papers 


The President’s message was a 
greater pledge of sound money than 
many newspapers seem to suppose. It 
was a masterpiece of sound politics, or 
of political soundness. It did not say 
that paper money was impossible or 
dangerous, which is what the sound 
money advocates would like to have in 
the record. It recognized, what econo- 


there was universal agreement on the 
value of paper money it would be en- 
tirely practical. The pledge of sound 
money is in the statement that there is 
no way to get that agreement without 
metallic backing for money. In a state 
paper such a statement is an adequate 
pledge. The hints on silver are con- 
servative. The silver possibilities out- 
lined may be useless, but they are not 
harmful or dangerous. 

Even if final stabilization does not 
come immediately, borrowers at least 
have the assurance that the dollars they 
have to pay back will not be any dearer 
than 60 cents, old value, while lenders 
know that the dollars they get back in 
payment of those they lend now will 
not be any cheaper than 50 cents. This 
“swing” is not greater than normal 
“swings” in the purchasing power of 
money and is not a threat to commer- 
cial operations. Speculators, and par- 
ticularly manipulators, will be more 
conscious of this 20 percent margin and 
their operations may occasionally fill 
the public eye. Commercial and indus- 
trial interests, however, now have all 
the assurance they need for stable op- 
erations. 


Codes May Cause Some 
Strikes by Buyers 


The codes, aside from their general 
obstruction of business, are being used 
for such heavy gouges of consumers 
that they may lead to the familiar buy- 
ers strikes and thus paralyze business 
again. There is no help for that ex- 
cept the restiveness of the extortioners. 
when they realize that the customers 
will withhold their purchases rather 
than submit to the robbery. buy- 
ers’ strike is not noisy and there is no 


rioting. The extortioners, however, are 
soon conscious of it and the buyers usu- 
ally win. 

In some lines of business, buyers are 
being asked to stand for price increases 
of 40 or even 66 percent, to cover new 
wage costs that are fictitious or trivial. 
Such an obstruction to business will of 
course hold back the general recovery. 


Business Revival May 
Cause Junking of Codes 


It is possible, of course, that the 
codes will now go overboard as unneces- 
sary. If business begins to take hold 
again as it did last June there will be 
very few people interested in retaining 
the codes. Insurance men know how 
many cheaters there are in any trade 
agreement. When the “chiseling” gets 
bad the squareshooters are inclined to 
declare war. 

When Gerard Swope finished his term 
on the code authority last December he 
offered a proposal that the codes be 
transferred from government to private 
hands. Besides its administrative ad- 
vantages, such a plan would remove the 
new deal holiness from the brazen ini- 
quities of the worst codes and perhaps 
lead to getting rid of them. 

The seizure of federal reserve gold 
presents a clue to the course of recov- 
ery during the past year. There can be 
little doubt that the President’s mone- 
tary policy was all worked out before 
he took office. It was disclosed to Sir 
Ronald Lindsay, the British ambassa- 
dor, who made a hurried trip home to 
get British cooperation. Plainly he got 
it and Ramsay MacDonald, the British 
premier, undertook to handle the Euro- 
pean end. MacDonald’s economic con- 
ference gathered hastily in London. 








Annual Figures Are Given 





President J. A. Fulton of the Home 
Life of New York in presenting its an- 
nual statement shows assets $79,503,239, 
35 percent representing mortgage loans, 
25 percent bonds, 3 percent preferred 
stock, 26 percent policy loans, 5 per- 
cent real estate, 2 percent cash. The 
company has acquired $2,639,187 in real 
estate of which $119,720 has been sold. 
The real estate acquired by foreclosure 
is carried on the basis of present values 
as determined by recent appraisals. 
President Fulton states that the real 
estate represents sound assets upon 
which there should be little, if any, 
eventual loss. He finds that the real 
estate situation is distinctly improved. 


Few Defaults in Bonds 


Regardless of the storm and stress 
of the day, the report says that 93 per- 
cent of the bonds held by the Home 
Life met their interest payments 
promptly. Among those which have de- 
faulted a careful analysis indicates that 
the action has been occasioned by the 
depression and that with the recovery 
of business many of them may be ex- 
pected to resume their normal interest 
payments. 

Unamortized bonds and_ preferred 
stocks are carried at the values specified 
by the Insurance Commissioners Con- 
vention. A contingency reserve of $580,- 
785 has been set up to represent the 
difference between the convention val- 
ues on these securities and the actua: 
market value as of Dec. 31, 1933. There 
is a special reserve of $400,000 for in- 
vestment fluctuations and contingencies 
to absorb possible future losses in either 
securities or real estate acquired 


The company has increased its cash 
position. In the statement a year ago 
the total of cash and U. S. Government 
securities was $1,892,727. This year the 
total is $4,295,380 with U. S. Govern- 
ment securities amounting to $2,652,236. 

The assets are $79,503,239 and the 
surplus is $3,184,164. At the end of 
1929 the assets were $71,979,347 and the 
surplus $3,166,010. 

The amount set aside for policyhold- 
ers’ dividends for this year is $1,765,000, 
the 1933 schedule being continued. The 
Home Life soon will have completed 75 
years and the company has met all tests 
and not been found wanting. ‘ 


MASSACHUSETTS MUTUAL 


Total premium income of the Massa- 
chusetts Mutual Life was $70,000,000 
for 1933 as compared with $67,000,000 
for 1932, according to W. H. Sergeant, 
president. Policy loans decreased from 
$26,000,000 in 1932 to $16,000,000 in 
1933. The mortality was 10 percent 
higher and lapsation remained about the 
same. The paid-for insurance fell off 
about 15 percent, but annuities gained 
about 31 percent, making the total for 
both written $189,000,000, about 6 per- 
cent short of the 1932 total. During 
the year 14 lots of bonds, with a par 
value of $3,700,000 were defaulted, and 
new bonds purchased totaled $10,- 
355,000. 


‘NORTH AMERICAN REASSURANCE 


President L. M. Cathles of the North 
American Reassurance of New York has 
sent out its annual statement as of Dec. 
31, showing insurance in force $151,- 





through foreclosure. 





mists have always recognized, that if 


‘The cash on hand totals $1,643,144. 


462,700. The assets are $13,951,861. 
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By JOHN F. WOHLGEMUTH 
Secretary The National Underwriter 


Business picked up all over the world, 
but especially in this country. Prices 
rose, steel and other industries got into 
production and everything went for. 
ward on the President’s radio pledges to 
devalue the dollar and stabilize it on 
gold. 

Then the economic conference broke 
up, stabilization was postponed, the July 
break came, and things have been strug- 
gling along in a crippled sort of way 
ever since. What happened? Why was 
prosperity detoured? 

The law for the seizure of the fed- 
eral reserve gold points to the answer, 
In the great rush of framing the recov- 
ery laws a vital point was overlooked. 
When the federal reserve banks were 
first organized all profits went to the 
government after the member. banks 
holding the reserve bank capital stock 
had received 6 percent. During the 
boom, when big business was in the 
saddle, the law was amended to split the 
profits 50-50 between the member banks 
and the government, instead of govern- 
ment take all over 6 percent. 


Administration Found 
Itself in Quandary 


Seemingly this change that had been 
made was overlooked by the new ad- 
ministration and its experts in framing 
its own measures. To give the member 
banks and their private stockholders the 
billions of gold profit from devaluation 
of the dollar was unthinkable. Yet what 
could be done? Everything that was 
going forward rested on the miraculous 
confidence of the country in the Presi- 
dent. When the oversight was discov- 
ered it was impossible to go back to 
Congress and say, “Hold on, boys, we 
missed a trick.” That would have 
broken up the combination. There was 
only one thing to'do. The London con- 
ference, which was to reach a world 
agreement on money, was called off be- 
cause the United States could not go 
on with its part. Devaluation and sta- 
bilization were absolutely blocked until 
the present session of Congress, so the 
gold profit could be taken for the gov- 
ernment, which created it, instead of 
pouring billions into private pockets. 

The codes and other measures were 
brought out to do what was possible 
while awaiting the fundamental need, 
which was stabilization. 


Interrupted Program Can 
Now Resume Its Course 


The interrupted program can now be 
resumed. The President’s message dwelt 
pointedly on international relationships 
and the Washington correspondents as- 
sume that England will now go along 
with a joint stabilization at about 60 
percent. However, there are recalci- 
trants in that country as well as here. 
The further power of the President to 
go down to 50 cents, and to use $2,000,- 
000,000 of the gold profit in a money 
war, are “trading” powers, not really 
war powers. The British government 
will no doubt go along with the orig- 
inal agreement, if it is not hamstrung 
by opposition at home. The “war pow- 
ers” of the President will intimidate the 
British opposition, not the friendly Brit- 
ish government. This does not mean 
that the powers are not real or not if- 
tended for use. 

There is no reason to doubt that de- 
valuation and stabilization will be as the 
mere promise of them was last June. 
Anyone who will check the trade graphs 
showing the ups and downs of market 
prices and industrial production, com- 
paring trends with the brief history out- 
lined above, will see there is at leas 
outward support for the theories, what 
ever the inner truth may be. 
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Decision Is Held 
As Far Reaching 








TH ‘ z Sui 
: uit for 
rriter MeQuestion Ariase Over a 
Commission On An Avia- 
world, tion Case 
Prices 
ot into 
it for M/pEFORE NEW YORK COURT 
iges to 
it on 
broke Clam Was Made That Applicant Had 
1e July Met With All Requirements 
strug But Was Rejected 
of way 
hy was 
ie fed- NEW YORK, Jan. 18—A decision, 
nswer, which if sustained on appeal, might be 
recov- MM of far-reaching importance in the rela- 
— tions between companies and _ their 
to the agents, was handed down this week 
banks MM by Justice Cotillo in supreme court 
stock Where, awarding a judgment of $3,427 
S pe to H. B. Johnson to whom the claim 
it he for commission on a $100,000 20-year 
banks I endowment case had been assigned by 
overn- HM the agent, A. F. Hancock. Mr. Han- 
cock had signed up D. H. Byrd, Dallas 
aviation enthusiast and first cousin of 
Admiral Byrd, on the basis of a cir- 
tb cular of the National Life of Vermont, 
Deen FF the defendant, offering coverage to avi- 
Ww ad- ation risks at standard rates with an 
aming § aviation exclusion provision. The com- 
_— pany declined the case. Mr. Byrd owns 
rs the an airplane and employs a pilot to op- 
uation erate it. 
what 
t was Claimed Requirements Were Met 
2 The plaintiff contended that the ap- 
F resi- FS olicant had met with all the company’s 
ISCOV- Ba requirements for insurability under its 
ick to regulations in force at the time, al- 
i We & though later it notified its agents that 
ave B owners of airplanes and officers of 
€ was & aviation companies would not be ac- 
. ee cepted even with the avation risk ex- 
fb cluded. ; 
slop The company based its defense on 
Ot £0 TM the ground (1) that it has received con- 
d = fdential information through its cus- 
= tomary sources that the applicant was 
jo the not insurable under its rules of selec- 
& ye tion and (2) that the contract under 


which the action was being brought 
ts. was not with the home office but with 


ccible the general agent. 
need, Expect Case Will be Appealed 
It is expected that the decision will 
be appealed. Pending further study of 
the case, life insurance legal authorities 
b are unwilling to speculate on the like- 
Ww ' lihood of the decision’s being upheld on 
dwelt appeal or the effect on company-agent 
ships tations if it should be upheld. Ap- 
a - parently it would make any rejection 
. — subject to court action and if the com- 
* Pany could not show clearly that it 
~ a failed to meet its underwriting require- 
“— ments as understood by its agents, it 
we would be forced to pay the commission 
1000; involved. It should be noted that the 
— Case involved only the rights of the 
— agent under his contract. No claim 
pes Was made by the applicant who was 
orig: Tejected, 
rung 
pow ee 
e the General American Men in Chicago 
i President W. W. Head and Vice- 
re President J. J. Moriarty of the General 
“ American Life of St. Louis visited the 
- de- hicago office last Friday and met all 
; the the agents in command of Manager A. 
ery he DeLapp. President Head told what 
aphs ad been accomplished by the company 
rket 80 far and spoke of the plans for the 
yor year. The General American is round- 
out- ic out in splendid shape under Presi- 
east ‘nt Head’s leadership. He is out on 





ihe firing line a great deal of the time, 
setting in touch with the managers and 
Producers, 















Advances on Retirement 
of Vice-President Gore 














JAMES F. 


LITTLE 


J. F. Little, second vice-president and 
associate actuary of the Prudential, will 
succeed John K. Gore, vice-president 
and actuary on the latter’s retirement, 
Jan. 31. Mr. Gore started as special 
mathematical clerk in 1891 and later 
became assistant actuary and then ac- 
tuary. He is one of the outstanding ac- 
tuaries of the country and is the author 
of a number of valuable treatises. 

Mr. Little has been with the Pruden- 
tial 23 years, he having been born in 
Sidney, Australia. For 16 years he was 
in the Mutual Life of Australasia of- 
fices in Sidney, then for three years 
managed its western Australia branch 
in Perth, When the business was 





Organized Work Is Called 
Key to Successful Results 





AGENTS’ PROBLEM ANALYZED 





G. F. Ream, New Mutual Benefit Off- 
cial, Speaks at Annual Dinner 
of De Long Agency 





NEW YORK, Jan. 18—The agent 
should specialize on one type insurance, 
he should organize his sales presenta- 
tion, his prospecting plan, and his time 
control to give him the greatest mas- 
tery of the selling of this presentation, 
G. Franklin Ream, assistant superin- 
tendent of agencies Mutual Benefit Life, 
declared at the annual dinner of the 
C. E. DeLong (New York City) agency 
of that company. Mr. Ream, former 
manager of field service for the com- 
pany, was this week appointed to his 
new post. 

The sales presentation, he said, should 
humanize the institution of life insur- 
ance, putting into every-day language 
just what the policy will do for the 
policyholder and his dependents. Fur- 
ther than that, the agent should idealize 
his selling, so thae he is selling not 
only life insurance but the prospect’s 
happiness, contentment, fulfillment of 
dreams and consummation of hopes. 
The underwriters must master the art 

(CONTINUED ON PAGE 18) 








merged he left for London. After two 
and one-half years as a consulting ac- 
tuary in the British capital, he was sum- 
moned to serve as actuary for the 
newly-organized insurance department 
of Mexico. In 1911 he joined the Pru- 
dential as assistant actuary. 

He stands high in his profession and 
is a past president of the American In- 
stitute of Actuaries. 








picture :— 


those ties frequently give me. 


subject. 


Independence Square 


ROBBIE’S BITTER PLAINT 


If auld Scotland’s great Robbie Burns were alive on 
January 25, his birth’s anniversary, how completely life in- 
surance would solve his problem! 
my little flock?” was the desperate question in his verbal 


There had need be many pleasures annexed to the status 
of husband and father, for, God knows, they have many pecu- 
liar cares. I cannot describe to you the anxious sleepless hours 


folk here, and my exertions all their stay. 
at the command of fate, when in all the vigor of manhood as I 
am,—such things happen every day,—gracious God, what 
would become of my little flock? A father on his deathbed, 
taking an everlasting leave of his children, has woes enough, 
* * * but I shall run distracted if I think any longer on the 


To give peace of mind to just such men, and safety to 
just such families, is the most soul-satisfying and important 
part of the life underwriter’s work. 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


“What would become of 


I see a train of helpless little 
If I am swept off 


Philadelphia 























Offers Reviewed 
on National Life 


Reinsurance Bids Get Hearing 
in Court—Decision Under 
Advisement 


TWO COMPANIES IN LEAD 


Washington National and Continental 
Assurance, Chicago, Seem to 
Win Approval 


Choice of the company to reinsure 
the National Life, U. S. A., of Chicago, 
lay this week between the Washington 
National and Continental Assurance of 
Chicago, with the Central Life of Des 
Moines still in the running. 

Such is the interpretation placed on 

a report filed by Receiver P. J. Lucey 
of the National with Superior Judge 
Lindsay in Chicago, and on court hear- 
ings in which various bidders were per- 
mitted to argue on and explain their 
proposed reinsurance agreements. 
_ The receiver’s report made no out- 
right recommendation as to a bidder, 
but urged that “particular considera- 
tion be given the fact that the Wash- 
ington National is a Chicago com- 
pany.” No criticism was taken to that 
company’s proposed agreement. Con- 
dition was found sound and manage- 
ment competent and reliable. It was 
stated the proposed contract is fair and 
the management over many years has 
demonstrated its competence and trust- 
worthiness. 


Continental Offer Administrative 


Proposal of the Continental Assur- 
ance, it was said, “also merits very se- 
rious consideration.” However, the 
Continental’s reinsurance agreement 
was criticised as not containing guar- 
anties to the same extent as do some 
other proposals received, and as being 
less satisfactory in connection with re- 
writing National Life policies, points 


| to which, the receiver stated, due con- 


sideration must be given. It was 
pointed out that the Continental As- 
surance does not propose to put any 
money into the National Life business, 
but merely to manage it and make all 
disbursements from National Life 
funds. 

The Continental Assurance contract 
would pay to the National Life fund 
$1 per $1,000 of insurance on each 
premium collected, second to tenth 
year, on Continental Assurance poli- 
cies which replaced National Life pol- 
icies, but otherwise there would be no 
restriction regarding rewriting. The 
receiver stated that wholesale rewriting 
is not desirable in this case and con- 
tract provisions should remove all in- 
centive thereto. 


Rules on Rewriting 


Most of the proposed contracts re- 
quire profits on exchanged policies to 
be credited to the National Life fund 
and limited commissions thereon, which 
the receiver states is a desirable pro- 
vision. He urged that the absence of 
this provision from the Continental As- 
surance contract is an important defect. 
In court, the Continental Assurance 
representatives expressed willingness to 
modify in respect to rewriting and other 
features criticised. 

Judge Lindsay speeded up the date 
of final determination by ruling that 
copies of the various offers would not 
be passed out, nor would bidders be 
permitted to tear apart and argue on 
offers of other parties Wrang.ing of 
bidders over their plans served to-de- 

(CONTINUED ON PAGE 7) 





4 


THE 


NATIONAL UNDERWRITER 


January 19, 1934 





May and Pattison 
Both Are Indicted 


Peoria Life Officials Are Charged 
With Ugly Criminal 
' Offenses 


BASIS OF ALLEGATIONS 


Former President of the Company Is 
Now Conducting Liquor Store 
in His City 





Emmet C. May and George B. Patti- 
son, president and secretary-actuary re- 
spectively of the Peoria Life, now in re- 
ceivership, face criminal charges in the 
circuit court of Peoria county as a re- 
sult of indictments returned against them 
charging embezzlement. They were 
brought into court Saturday and imme- 
diately released on bond. Mr. May gave 
bond for $5,000 on a charge of em- 
bezzling $35,000 from the company and 
$7,000 on a charge of conspiracy to ob- 
tain $250,000 from the company by false 
pretenses. betes 

Mr. Pattison was indicted only upon 
one charge, being named jointly with 
Mr. May in the conspiracy indictment. 
The embezzlement case against Mr. May 
appears on the trial calendar for the 
present week. It precedes the conspir- 
acy case against both men. It is be- 
lieved they will not be ready for trial be- 
cause of the complicated nature of the 
transactions upon which the indictments 
have been returned. 


May in Liquor Business 


The conspiracy indictment fills ap- 
proximately 30 typewritten pages. Be- 
fore entering any plea, it is expected the 
defendants will attack the indictments 
and seek to quash them. In the mean- 
time Mr. May is back of a counter in a 
liquor store in Peoria’s loop, a position 
he has busied himself in ever since 
repeal. The liquor shop is in the shadow 
of the Peoria Life building, the Hotel 
Pere Marquette and the Pere Marquette 
garage which he was instrumental in 
constructing. 

Principal Charges Made 


There are 14 counts in the conspiracy 


indictments returned against Messrs. 
May and Pattison. Principal charges are 
as follows: 


Conspiracy to obtain, by false pre- 
tenses, $250,000 from the company. 

Conspiracy as officers to make and file 
false and fraudulent statements concern- 
ing the financial condition of the com- 
pany with the insurance department. 

Conspiracy to publish and circulate 
false and fraudulent statements as to the 
transactions and finances of the com- 


(CONTINUED ON LAST PAGE) 








Takes Public Post 














McPHERSON 


HARRY E. 


H. E. McPherson of St. Joseph, Mo., 
has been appointed a member of the 
Missouri state public service commis- 
sion by Governor Parks. Mr. McPher- 
Son is a Republican. He is one of the 
best known men in his party in his 
section of the state. Mr. McPherson 
was formerly in the state legislature 
and is past president of the St. Joseph 
chamber of commerce. He is now a 
director of the chamber and a director 
of the St. Joseph Automobile Club. 
He started in life insurance with the 
St. Joseph Life when his father, the 
late A. L. McPherson was president. 
The name was changed to the Amer- 
ican Union Life and H. E. became 
president, resigning recently to join the 
General American Life of St. Louis 
with Walter W. Head as president. 
Mr. Head was formerly an official of 
the American Union Life. 











Lincoln National Leaders 
for Last Year Announced 





Clyde Chaddick, Lincoln National Life 
representative in San Antonio, Texas, is 
listed as first in agent’s personal pro- 
duction and paid business for 1933. L. 
R. Lay, of El Paso, Texas, was second 
and Morris Fishman, general agent at 
Detroit was third. The leading agencies 
for 1933 were: First, the O. D. Doug- 
las Agency, of San Antonio; second, the 
Northern Indiana Agency and third, the 
Southern California Agency, of Los An- 
geles. Leading states for the year were, 
in the order named, Texas, Michigan, 
Indiana, Ohio and Illinois. 


Has Big December Business _ 
The Seattle branch of the Sun. Life of 
Canada produced 45 percent of its total 
year’s business in December with an in- 
crease of nearly 200 percent. 











Union Central Leaders 
for the Year Announced 





HERMAN STARK STANDS FIRST 





Slane Stump of Los Angeles Second 
Man in the Big Parade 
of Aces 





Membership in the 1933 $500,000 
Club, the Union Central Life’s pre- 
mier production organization, was 
listed when production figures for the 
year were examined. 

Twenty-seven agents settled for over 
$500,000 each and, with six agency man- 
agers, compose the 1933 club, which 
will meet in Miami, Fla., for a three-day 
conference beginning Feb. 4. 

Herman Stark of the Knight New 
York Agency was named president by 
settling for the largest amount of busi- 
ness. This is his second term as presi- 
dent, having won the honor also in 
1932. Slane Stump of the M. S. True- 
blood Los Angeles agency was desig- 
nated vice-president because his settled 
business reached, the second {highest 
figure. 

The other producers included in the 
legion of honor are J. Sebas- 
tian, C. A. Romer and Mrs. Sis 
Hoffman, Cincinnati; Mark Rosenthal, 
O. J. Wirtz, H. P. Layton, Charles 
Blatchley and D. H. Ward, New York; 
O. J. Fisher, Dayton; H. T. Jackson, 
W. B. Monroe, New Orleans; W. B. 
Rodgers, A. W. Tell and Clinton 
Smith, Denver; C. E. Learned, Jr., St. 
Paul; M. T. Hearne, Jr., San Antonio; 
E. A. Zelnicker, Birmingham; J. A. 
Doyle, Cleveland; Max Jackoway, St. 
Louis; J. F. Shanahan, Chicago; J. V. 
Boehm, Atlanta; R. F. Tellkamp, Polo, 
ii: Leo. J. Burns, ‘Buffalo: C. P. 
Shelby and E. H. Cason, Memphis. 

Manager members are J. O. Andrews, 
Denver; M. Brooks, Memphis, 
Joseph P. Devine, Cincinnati; C. B. 
Knight and W. E. Barton, New York, 
and J. W. Smither, New Orleans. 


Missouri Measures Signed 


Governor Park of Missouri has signed 
the bill permitting the superintendent 
of insurance to conduct an operating 
receivership for a company in financial 
difficulties or suffering from misman- 
agement and to either reorganize, liqui- 
date or mutualize such a company. The 
bill becomes a law in 90 days. Other 
insurance bills approved by Governor 
Park provide for the registration of all 
life insurance policies issued by Mis- 
souri companies and the posting with 
the department of investments to pro- 
tect the legal reserves on such policies; 
placing a limitation on the ‘home office 
building investments of insurance com- 
panies and a provision that bonds and 
stocks in private corporations purchased 
by insurance companies must show a 
faultless record for the payment of 
principal and interest for a period of 
at least five years prior to such pur- 
chase. 








FIGURES FROM DECEMBER 31, 1933 STATEMENTS 





Sec. Change Prem Total Benefits Total 
Total Ine. in Flue New Bus. Ins.in Force _ in Ins. Income Income Paid Disburse 

Assets Assets Surplus Res. 1933 Dec. 31,1933 In Force —" —" — ‘a 

$ $ $ $ $ 

Amicable Life, Tex... 9,156,674 —-145,545 1,392,000 42,881 17,005,379 68,398,686 1,020,256 1,538,832 2,173,581 1,163,218 2,332,641 
‘Citizens Life, La..... 190,582 —283 36,007 6,000 927,962 1,136,389 —69,421 70,412 79,256 25,501 79,343 
Columbus Mut. Life.. 22,227,677 72,832 1,896,793 150,000 10,983,340 124,876,311—10,602,155 38,953,813 5,409,008 38,260,889  ...... 
Continental Am, Life 15,717,864 754,844 1,129,416 *263,731 21,028,603 105,677,319 $46,252 2,683,631 3,523,786 1,841,303 2,758,848 
Gen. Mutual Life, O. 292,835 68,439 OC errs 365,450 1,764,005 53,499 96,071 170,558 27,251 103,092 
Great National Life.. 604,398 70,455 SER855 . cccccs 2,284,371 8,882,242 205,084 188,877 232,476 14,629 162,544 
Manufac. Life, Can..119,459,942 1,673,316 7,876,036 825,000 49,084,074 504,680,804—21,572,317 20,412,930 28,610,796 19,022,911 24,857,471 
Pee; ASA Tikle <2. ds BRIEUO 5 ssetes 1044 =... 0000 289,500 749,500 — 37,000 17,557 21,947 4,743 17,342 
‘Old Rep. Cr. Life, Ill. 682,801 —14,505 300,000 75,925 8,107,034 17,757,076 —2,286,676 130,136 202,054 64,343 210,780 
Southeast. Life, S. C. 4,490,333 —-230,701 340,047 56,000 10,733,943 40,272,042 —202,253 830,455 1,160,601 723,490 1,338,876 
Southwest. Life, Tex. 41,777,495 1,762,200 6,597,248 250,000 41,608,247 258,265,210 1,568,530 6,373,440 8,769,219 6,022,747 7,397,109 
State Res. Life Tex.. of i. Serre ee 58,831 16,000 1,362,727 8,739,920 —471,001 184,980 234,577 81,734 162,561 
3,324,277 21,937,370 600,000 130,044,319 648,362,489—37,860,275 21,054,819 27,300,737 13,345,749 23,895,714 


West. & South, Life.131,675,871 


*Representing difference between values carried in assets for Non-Amortizable Bonds and for Stocks and actual Dec. 31, 1938, market 
quotations on such Bonds and Stocks, $91,628; Additional Investment Reserve $172,103. 
tIncludes $200,000 capital. 





Annuities Meeting; 
Educational Needs 


Dr. Huebner Sees Parents Invest. 
ing in Such Contracts Heavily 
in Future 


IN NEW YORK ADDRESS) 


Trend to Provision for Training Rather 
Than Accumulation of Wealth 
Is Noted 


NEW YORK, Jan. 18.—Parents will 
tend more and more to invest largely in 
education and training for their children 
rather than doing their utmost to ac 
cumulate material wealth to leave as an 
estate, Dr. S. S. Huebner of the Uni 
versity of Pennsylvania predicted at the 


January meeting of the New York City} 


Life Underwriters Association. It was 
policyholders’ night and close to 1,000 
agents and guests attended. 

In order to protect themselves from 
possible want in their old age and their 
children from the need of supporting 
their parents, Dr. Huebner said that 
there would be a great increase in the 
demand for retirement annuities. By 
following this course parents can give 
their children the best that can be given 
them at the time when it will help them 
the most, giving them the means to in- 
crease their own abilities rather than 
merely leaving them material wealth at 
the parents’ deaths. 


Sees Conditions Improved 


Dr. Huebner said that one of the most 
hopeful signs of the upturn is the busi 
ness failure record for 1933, which is 
the best since 1923. Real estate may go 
down further still in value, but for other 
lines liquidation has been completed and 
the bottom has been reached. 

He warned against attempts to hedge 
against the effects of inflation by buying 
commodities or stocks, pointing out that 
the rise in stocks since mid-1932 has 
been far from uniform. Some stocks 
have appreciated several hundred per 
cent in that time, while others, such a 
utilities and banks, are at their lows fot 
the entire depression. 

Refusing to buy life insurance becaus 
of the fear of inflation is hardly valid 
he said, since inflation would strike 
equally at all non-speculative invest 
ments. It is too late to make any spect 
lative investments that would enable ont 
to hedge, since the effects of inflation of 
stocks and commodities has already bett 
pretty thoroughly discounted. 


Speaks Before C. L. U. Chapter 


At the C. L. U. luncheon Dr. Huth 
ner called attention to six of the 20 4 
tributes ascribed to a good investment, 
in which life insurance is not well know! 
as excelling, but in which it enjoys? 
distinct advantage over other types 
investment: (1) Protection agains! 
claims of creditors; (2) favorable tax* 
tion treatment; (3) speculative gain i! 
case the insured dies early; (4) adequatt 
state supervision and control; (5) avail 
ability to all on equal terms—no “tt 
siders;” (6) adaptability to a progral 
meeting all essential investment objet 
tives, i. e., for emergencies caused 
business reverses, for old age protec 
tion, and for death protection. Dr. Hue 
ner said these three objectives were th 
only ones he knew of for saving. 





At the annual meeting of the willist 
H. Meub general agency in Indianapol 
of the New England Mutual Life, © 
Miller was presented with the efficien’ 
trophy for 1933. 
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California Goes Own Way 
as to Security Valuations 








HAS INDIVIDUALISTIC COURSE 












— Commissioner Mitchell Announces For- 
rily mula Which Differs from Convention 
Formula and Market Value Basis 
ESS Commissioner Mitchell of California 
has gone his own way and laid down 
rules for the valuation of securities in 
the 1933 statements, which differ from 
Rather the convention formula and also from 
h the rulings of those commissioners, who 
are requiring market values. 
Bonds amply secured and not in de- 
fault in principal and interest may be 
_ entered at their amortized values. If a 
ts will company desires to use actual market 
rely inf value for bonds, such value must be 
ildrenfam used for all bonds or none at all. 
Bonds not amply secured or that are 
to ac Re in default as to principal and interest 
as al must be entered at their actual market 
> Uni value of Dec. 31, 1933. 
at the Book Values for Stocks 
k City Book values may be used for stocks 
[t was@ of corporations that were solvent on 
. 1,000 Mm Dec. 31, 1933, and that paid cash divi- 


dends last year at a rate, computed on 
the book value at which they are car- 
ried by the company, in excess of the 
minimum rate required to be earned to 
maintain outstanding policy obligations 
(such minimum rate to be in no case 
less than 3 percent). 

All other stocks must be entered at 
market value Deé. 31, 1933. 

Collateral loans may be entered at 
values not exceeding the unpaid prin- 
cipal or more than 85 percent of the 
actual market value of the collateral. 

Book value may be used for real prop- 
erty which yielded a net income last 
year at a rate, computed on the book 
value, in excess of the minimum rate 
required to be earned to maintain its 
ratable share of the reserve to be main- 
tained on outstanding policy obliga- 
tions; (such minimum rate to be in no 
case less than 3 percent). If these con- 
ditions are satisfied in respect to ac- 
quisition cost of such property, the 
acquisition cost may be used. 

Actual market value must be used for 
all other real property. 

Book value less 25 percent of excess 
of book value over actual market value 
of the underlying property must be used 
for mortgage loans more than one year 
in arrears of interest or taxes. 

Values equal to the unpaid principal 
of the notes evidencing the loans, must 
be used for all other mortgage loans. 

There is a final provision that where 
the financial condition of a company, 
or the nature or degree of liquidity of 
Its assets or income, or the needs of its 
business are such as to require valua- 
tion on a basis of valuation different 
from that prescribed, the commissioner 
May change the basis and adjust the 
values reported as he deems proper. 
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Bag York, Jan. 18.—Testifying be- 
ore the Moreland act commission ap- 











ainst 4 

e taxt Pointed at his request to investigate the 
gain iesurance department’s handling of the 
dequat iy Mortgage bond situation, Superintendent 
) avail an Schaick told of the excessive work 
no “iM that fell upon his office the past three 











years, and of his efforts, largely unsuc- 


rogratl 


objec °essful, to get funds for additional help. 
ised bY In 1932, he stated, he was constantly 
prote fe dvised “there was danger of national 
. Hueh Be Mancial disaster if fire companies were 


taken over in a wholesale manner.” Lead- 


mg nanciers with whom he conferred 
Supported his contention that market 
Prices for securities were no proper 


rere tht 


Willis I ee ; - 

anapols Iterion of their worth; one important 

4 £4 weret holding the stock exchange to be 
' n “auction block.” The financiers sup- 












In New Position 














TICKNER 


Vv. L 


V. L. Tickner, who has been vice- 
president and general manager of the 
American Life of Denver, has connected 
with the Service Life of Omaha, being 
assistant to the president and agency 
director. He graduated from the Uni- 
versity of Michigan in the actuarial de- 
partment and became associated with 
the Northern Assurance of Detroit as 
secretary and actuary. At the close of 
the war he became a general agent in 
Pittsburgh, representing the Interna- 
tional Life. He is regarded as a suc- 
cessful agency leader. ; 

The Service Life is a combination of 
the old Service Life of Lincoln, Neb., 
the Union Pacific Life of Omaha, the 
Equity Life of Omaha and the Hawk- 
eye Life of Des Moines. At the annual 
election of the Service Life Lloyd Dort, 
former insurance commissioner of Ne- 
braska, was elected president; Walter 
Duda, treasurer; H. P. Farber, secre- 
tary; Irvin Stalmaster, general counsel, 
and Dr. Eugene Simmons, medical di- 
rector. Assets on Dec. 31 were $5,231,- 
650, while insurance in force was $28,- 
000,000, a decided increase over 1932. 


Get Behind AAA Program 


Insurance companies at a conference 
with AAA officials and agricultural lead- 
ers at Ames, Ia., pledged support to the 
federal corn-hog program and will in- 
struct tenants on farms they own to 
comply with all requirements of the corn 
acreage reduction project of 1934. 

Among insurance officials subscribing 
to the program were G. S. Nollen, presi- 
dent Bankers Life of Iowa; Griff John- 
son, vice-president Equitable Life of 
Iowa; M. C. Nelson, Des Moines, agency 
manager Equitable Life of New York 
and J. E. Wooding, one of the trustees 
for the Royal Union Life. 

A proposal of the companies to list 
several farms under one manager as a 
single unit in corn acreage reduction 
plans was turned down by AAA officials. 


Van Schaack Has Life Department 


Van Schaack & Co., Denver, local agency, 
has established a life insurance department 
in charge of R. W. McAnally, who has 
been a special agent in the ordinary de- 
partment of the Prudential for a num- 
ber of years. 








ported Mr. Van Schaick’s opinion that 
bonds held by insurance companies 
should be valued on an amortized basis. 
In his 1932 report to the legislature Mr. 
Van Schaick stressed the need for addi- 
tional expert men in his department, 
pointing out that the revenues for the 
year exceeded its expenditures by $2,- 
450,000. 
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89-Year Record 
of Protection to 
Policyholders 
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AUTON ANION AN aN aN ax Yaive 


Since it started business in 1845, this Company 
has paid to policyholders and beneficiaries over 
$3,910,000,000. Over one billion dollars of this 


amount was in dividends. 


The stability of this strong mutual company 
has been particularly demonstrated during the past 
four years of business depression. In every one of 


these years, income has exceeded disbursements. 
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Throughout all the years—during every panic, KC 
every war and every epidemic down to the present 3 
hour—the New York Life Insurance Company has 3 
met every obligation to its policyholders and bene- : 
ficiaries; it is amply prepared to continue to do so : 
throughout the life of every one of its insurance : 
and annuity contracts. : 


NEW YORK LIFE 
INSURANCE 
COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 
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Bruce Barton Is 
Author of Pamphlet 
to Be Distributed 








NEW YORK, Jan. 18—Bruce Bar- 
ton, nationally known writer and adver- 
tising executive, who termed life insur- 
ance during the depression “a rock in 
a weary land,” has written a 30-page 
pamphlet on life insurance which will 
be distributed widely during Financial 
Independence Week, March 19-24. 

H. E. North, chairman committee 
Life Agency Officers Association in 
charge of the week, announces, “This 
is to be a week which will have as its 
purpose not an intensive selling cam- 
paign but a purely educational and in- 
stitutional end. 

“Life insurance, all of its services will 
be brought before the people of the 
country more comprehensively than 
ever before. All of the companies and 
the National Association of Life Un- 
derwriters are cooperating in this single 
purpose.” 

Beside the pamphlet by Mr. Barton, 
there will be a national advertising cam- 
paign and 250,000 copies of a poster de- 
picting life insurance as the cornerstone 
of man’s financial structure will be dis- 
played throughout the country. 


Home Life’s Dividends 

Continuation of the 1933 dividend 
schedule for the entire year 1934 by the 
Home Life of New York was approved 
at the meeting of the directors this 
week. This schedule had been approved 
for the first quarter at the December 
meeting of the board and has now been 
adopted for the balance of the year. At 
the same meeting Leigh Cruess was ap- 
pointed underwriting secretary and Al- 
len B. Cook financial secretary. 





MANAGERS 
WANTED 


for 


MISSOURI 
OKLAHOMA 
KANSAS 
AND 
NEBRASKA 


Will make commission or com- 
mission and salary contract. 
None but experienced and suc- 
cessful agents need apply. Give 
all necessary information and 
qualifications in first letter. Re- 
plies will be held strictly con- 
fidential. 


By a Company whose liquidity 
rating is excellent, whose pol- 
icyholders’ rating is B—Very 
Good. The Company has met 
all obligations promptly and in 
cash. It has increased its as- 
sets each year since organiza- 
tion. During 1933 it increased 
its Assets 2.18% and increased 
Surplus and Special Funds 
42.3%. The Company is man- 
aged by experienced insurance 
men familiar with the agent’s 
problems and knows how to 
co-operate. Not now licensed 
in above states but will open 
for the right man. 


Address Y-15, The National 


Underwriter 














Wisconsin Department Gives 
Warning to the People 


LISTS UNLICENSED CONCERNS 





State Commissioner Declares Many 
Outfits Are Soliciting Insurance 
Through the Mails 





MADISON, WIS., Jan. 18.—Insur- 
ance Commissioner Mortensen has made 
public a list of mutual benefit concerns 
or assessment outfits throughout the 
country which are not authorized to 
transact business in the state but which 
are soliciting by mail. The commissioner 
warns the public against doing business 
with concerns not complying with the 
insurance laws. Studying the rates of 
many of these, he says that there is an 
appalling inadequacy. He said that the 
list does not include all the unauthorized 
outfits, which are preying on Wisconsin 
people. Some of these enterprises, he 
said, employ dilatory tactics in delay- 
ing payment of claims. When claims 
are announced, then assessment notices 
have to be sent out and this requires 
much time to collect. He said that some 
of these benevolent societies deliberately 
delay sending out assessment notices. 
The concerns especially listed by the 
insurance department not authorized to 
do business in the state but actively 
trying to get members by mail are as 
follows: 

All American, Hollywood, Cal.; Ameri- 
ean Aid, Willow Hill, Ill.; American Aid, 
South Bend, Ind.; American Benefit, 
Minneapolis; American Benefit Life, In- 
dianapolis; American Peoples Mutual 
Benefit, Berwyn, Ill.; American Peoples 
League, Berwyn, Il1l.; Capital Mutual 
Benefit, Denver; Capitol States Mutual 
Benefit, Willow Hill, Ill.; Covenant Mu- 
tual Benefit, Lawrenceville, Ill.; Eco- 
nomic Mutual Life, Los Angeles; Educa- 
tional Mutual Benefit, Aberdeen, S. D.; 
Fairfield Mutual Life, Chicago; Federal 
Mutual Assurance, Shreveport, La.; Fi- 
delity Mutual Benefit, Rockford, IIL; 
Fraternal Mutual Benefit, Salt Lake City; 
Frontier Mutual, Pueblo, Col.; Great 


Northern Estate, Rockford, Ill.; Inter- 
national Workers Life; Lincoln Aid, 
Chicago; Mercantile Life, Denver; Na- 


tional Mutual Benefit, Lakeland, Fla.; 
National Mutual Benefit, Houston, Tex.; 
National Progressive Insurance, Kansas 
City, Mo.; National Fraternal of Firemen 
& Policemen, Washington, D. C.; Na- 





President Sees Is 
Highly Honored 


John V. Sees, president of the Rural 
Bankers Life of South Bend, Ind., was 
honored last Thursday on his 59th 
birthday anniversary with a surprise 
party given by his associates in the 
company. The function also marked the 
completion of 25 years as a life insur- 
ance executive. George Firmin, secre- 
tary South Bend chamber of commerce, 
gave the address of welcome. A. H. 
Sapp of Huntingon, Ind., one of the 
company officials, presided. He is a 
former president of the Rotary Inter- 
national. The agency force presented 
Mr. Sees with applications amounting 
to $1,178,000 in new business as the 
result of a 10-day campaign in his 
honor. “Dusty” Miller, the Ohio hu- 
morist, was the chief speaker. Among 
the guests were the following: 

C. F. Dickinson, president, and C. H. 
Fairchild, superintendent of agencies of 
Interstate Reserve Life, Chicago; Ed- 
ward Lux, president, Howard Visel, 
vice-president, and Ward Ashton, sec- 
retary of Legion Life, Elkhart; Dr. 
Eugene Holdeman, president, J. Scott 
Fisher, vice-president, and G. A. Kull, 
director of agencies of Indiana Mutual 
Life, Elkhart; R. W. McIntosh, presi- 
dent of Old Equity Life, South Bend; 
E. J. Short, secretary of the Elkhart 
National Life, Elkhart; W. J. Alexander, 
secretary of Globe Life, Chicago, and 
L. J. Rosenberg, general agent, Colum- 
bian National Life, South Bend. 





Hirst Is Honor Guest 


Albert Hirst, counsel of the New 
York State Life Underwriters Associa- 
tion, was the guest of honor at a din- 
ner given by the J. S. Myrick Agency 
of the Mutual Life in New York City. 








tional Security, Beverly Hills, Cal.; Penn 
Jersey Beneficial, Camden, N. J.; Phoenix 
Mutual Protective, Denver; Postal Life & 
Casualty, Kansas City, Mo.; Postal Mu- 
tual Life, Los Angeles; Provident Insur- 
ance, Dallas, Tex.; Prudence Mutual 
Benefit, Persey City, N. J.; Sterling Se- 
curity Life, Beverly Hills, Cal.; T. B. A. 
Benevolent, La Fayette, La.; Union Aid 
Society, Los Angeles; United American 
Benefit, Willow Hill, Ill.; World, Omaha. 








Southland Life Promotions 











W. E. TALBOT 


Col. W. E. Talbot, agency manager 
Southland Life of Dallas, has been 
elected vice-president. Harry L. Seay, 
Jr., was elected treasurer. Colonel Tal- 
bot, Mr. Seay, Jr., and J. C. Smyth 
were added to the board. 

Mr. Smyth has been with the com- 
pany for ten years in charge of the 








HARRY L. SEAY, JR. 


mortgage loan department. Colonel Tal- 
bot has been agency manager for eight 
years and will continue that position. 
Young Mr. Seay has been with the com- 
pany since his graduation from Prince- 
ton two years ago. He has been assis- 
tant secretary and treasurer for some 
time. 








President Buckner 
Has Confidence in 
the Administration 











President Buckner of the New York 
Life in his talk before the annual con- 
ference of agency directors and officials 
in Florida this week expressed his con- [q 
fidence in the federal administration and |} 1 
stated that he did not believe the coun- 
try would be engulfed in any wild infla- 
tionary scheme. He stated that the gold 
standard will prevail and that whatever I 
is done from Washington will be to es- p 
tablish the sound dollar on some stable - 
basis. He expressed the opinion that d 
Congress will stand steadfastly behind i 
President Roosevelt. He said that evi- ‘ 
dently the President is endeavoring to ir 
get the buying power of the dollar on 0 
the same basis as 1926, and that being in 
the case he does not think there is much * 
cause for complaint. 

President Buckner said that the New 
York Life’s real estate holdings are 3.8 


percent of all the assets including the Pe 
home office building. -He does not an- I 
ticipate there will be much net loss ulti- : 


mately on real estate acquired under 
foreclosure. Of the company’s total 55 
bond holdings there is 1.28 percent in 














default, representing one-half of 1 per- CO! 
cent of the total assets. A special re- to 
serve has been put up to cover the dif- pe! 
ference between the convention and po 
market value of stocks and bonds in de- ms 
fault or not adequately secured. He ex- oF 
pressed confidence inf the railroad se- 1s 
curities held by the company, declaring 
they are in very good shape. = 
31, 

e lier 
Companies Are Commended) in 
pric 

Life & Casualty and Mutual Casualty of _ 
Chicago Both Given Clean "=i 

Bill of Health to | 

curi 

In its examination report of the Life by 


& Casualty and Mutual Casualty, both 
of Chicago, the Illinois department in- 
structs both companies to cancel their A 


exclusive agency contract with the Life wou 
& Casualty Agency Company, which is lien 
practically under the same management $i, : 
as the insurance companies. The de Was 
partment takes the ground that this liens 
contract is non-essential for the further J year, 
conduct of the insurance companies [less 
The examination was made as of Dec surp! 
31, 1932. 10 p 
Report on Mutual Casualty an 
The Mutual Casualty accident and De 
health policies provide that they shal BP rece; 
participate in the earnings but that ang 
there shall be no contingent liability 0 plem 
the members. All members up to tht MM death 
age of 50 pay the same premium but! 1933. 
the indemnity varies according to class lowed 
Members are accepted to age 55 afl healt} 
are allowed to carry policies to age 6! I inden, 
The department says the Mutual Ca I beneg 
ualty is conservatively managed by mé 
of experience who devote their entift M 
time to it. All claims are given cate , 'o 
ful consideration and settlements 4! whi t 
promptly made where such claims come b Ich 
within the policy provisions. Dividen¢s ‘i 


have been regularly declared and pa! 
to policyholders on policies that have 
been in force six years or more, whit 
would average about 40 percent of tt 
total premium. The cash position, tht 
department declares, is strong enous 
to dispose of all unpaid claims 4 
other obligations outstanding. The sur 
plus is. sufficient for all contingenct 
it being about five times larger than 4 
policy liabilities. 
Fair Treatment Noted 

Speaking of the Life & Casualty, th 
examiners find that the policyholdé 
are given fair treatment and no cial) 
are resisted unless such action 1S et 
fied. The cash position, the report 54° 
has at all times been strong. 
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Offers Reviewed on National Life 








(CONTINUED FROM PAGE 3) 


lay reinsurance of the IIlinois Life 
many months. 

Counsel for J. M. Crume, secretary 
of a policyholders protective committee 
who some time ago obtained court 
sanction to file a mutualization offer 
independently in court, sought post- 
ponement but this was denied. 

The court raised the question with 
Insurance Director Palmer of Illinois 
whether a company bidder not qualified 
in some states in which the National 
Life, U. S. A., operated should be con- 
sidered. Mr. Palmer stated that two 
or three companies which made bids 
do not merit such consideration, as 
indicated in the report. In debating 
when various bidders should be heard 
in court, Mr. Palmer expressed the 
opinion that some of them after read- 
ing the receiver’s report probably 
would not care to be heard further. 


General Terms Offered 


Most of the bids contemplated a 50 
percent lien on policies, although the 
Illinois Bankers of Monmouth, IIl., set 
25 percent under one of two plans filed 
and the Life & Casualty of Chicago 
55 percent under one of two plans. Lien 
interest was set at 414 percent by six 
companies. All the bidders proposed 
to pay all death claims in full over 
periods running up to 1949. All pro- 
posed that profits should go to the re- 
insuring company, either Dec. 31, 1948, 
or 15 years after effective date of re- 
insurance. 

The Washington ‘National contract 
provides for an initial lien of 50 per- 
cent at 414 percent interest until Dec. 
31, 1948, and 4 percent thereafter, both 
lien and accrued interest to be waived 
in connection with all death claims 
prior to Oct. 17, 1948, under policies in 
force on premium paying basis at date 
of death or which become fully paid up 
by their terms after Oct. 17, 1933. Liens 
to be deducted from death claims oc- 
curing under policies paid up at date of 
receivership. Lien may be decreased 
or increased. 

Profits Go to Fund 


All profits on reinsured business 
would go to the National fund until 
lien is completely removed or until Dec. 
31, 1948, after which all profits go to 
Washington National. Adjustments in 
liens to be made at the end of each 
year, beginning with 1934, but not un- 
less the National Life accounts show 
surplus to provide reduction of at least 
10 percent of lien. Premiums on par- 
ticipating policies Yo be immediately 
teduced to nonparticipating basis. 

Death claims outstanding on date of 
teceivership would be payable in full 
and full liability assumed under sup- 
plementary contracts arising from 
death claims incurred prior to Oct. 17, 
1933. Waiver of premium benefit al- 
lowed in full. Lien not applied against 
health and accident insurance or double 
indemnity benefits. All other policy 
enefits adjusted to reduced basis. 


Moratorium on Values 


Moratorium on cash and loan values 
Or three years from effective date, 
Which may be extended two years with 
consent of Illinois insurance director. 
€newal commissions may be paid to 
agents. National Life policies may be 
‘xchanged for Washington National 
Policies, profits on such to go to Na- 
tional fund and\ commissions limited 
thereon. National fund to be charged 
directly with expenses actually incurred 
mM management. Fund also to be 
charged with actual reasonable cost of 
administration expenses, but not ex- 
ceeding $2 per $1,000 insurance in force 
at the beginning of each calendar year. 

€ Washington National is a non- 
Participating confpany. 

e Continental Assurance contract 
Calls for an initial lien of 50 percent, 
= attaching to net equity but to total 
; Serve, but not greater than excess of 
‘serve over policy indebtedness. The 








lien, but not accrued interest, is to be 
waived in connection with deaths oc- 
curring prior to Dec. 31, 1948. Rate of 
interest on liens is 4% percent until 
Dec. 31, 1948, and thereafter one-half 
of 1 percent higher than the rate pro- 
vided in individual policies for reserve 
accumulation. Lien may be increased 
or decreased. 

All profits of National Life business 
and assets would be credited to Na- 
tional Life fund and liens adjusted at 
end of any year when surplus is suffi- 
cient to adjust liens by at least 10 per- 
cent. If liens not discharged in full 
by Dec. 31, 1948, no further adjustment 
to be made and thereafter all profit to 
go to Continental Assurance. 


No Contribution Offered 


The receivers report states, “Other 
provisions notwithstanding, the contract 
provides that no payment shall be made 
by the Continental except from the Na- 
tional fund, except that in the event of 
the exhaustion of National fund prior 
to Dec. 31, 1948, the company will con- 
tinue to pay death claims during that 
period from own funds up to an amount 
not exceeding $500,000.” 

Premium rates on participating poli- 
cies would be reduced immediately to 
nonparticipating basis. Death claims 
outstanding, Oct. 17, 1933, to be paid 
in full, Continental assuming full lia- 
bility for death claims under supple- 
mentary contracts outstanding on that 
date. Waiver of premium disability 
benefit assumed in full; all other pol- 
icy benefits adjusted to reduced basis. 
Income disability, double indemnity and 
health and accident benefits discontin- 
ued as of date of receivership. 


Provision for Expenses 


The Continental plan calls for a 
moratorium on cash and loan values to 
Oct. 17, 1938. Renewal commissions 
may be paid agents. National policies 
may be exchanged for Continental pol- 
icies as previously noted. No limitation 
of commissions to be paid on ex- 
changed policies. National fund to be 
charged actual expenses incurred for 
taxes, license fees and agents’ commis- 
sions, and actual investment expenses 
and legal and adjustment expenses in- 
curred outside of home office. For gen- 
eral administration expenses the charge 
to be 20 cents per month for first five 
years and 16% cents per month there- 
after per $1,000 insurance in force at 
beginning of each month. For manage- 
ment and supervision of assets, charge 
to be one-half of 1 percent a year of 
book value of assets in National fund 
except policy loans. Assets to be con- 
veyed to and administered by Continen- 
tal Assurance. 

Mutualization Plan Incomplete 

The mutualization plan proposed by 
J. M. Crume was not in accordance 
with court order and not in the form of 
a contract setting forth how the mu- 
tual can be organized. The plan was 
deemed impractical and visionary. 

Both proposals of the Illinois Bank- 
ers Life should be rejected, the report 
stated. A no-lien bid of the Life & 
Casualty of Chicago was not favored. 
A lien bid of the same company is well 
drawn contract but it was felt expense 
allowance is too high to justify its rec- 
ommendation. 

The proposal of the Hercules Life 
projected by Sears, Roebuck was not 
seriously considered as the company is 
not yet formed. 

Proposals of the Central Life, Des 
Moines; United Benefit Life, Omaha; 
United Mutual Life, Indianapolis, and 
Washington National are similar. Of 
the four the report favored the Wash- 
ington National. 

Wolfe Firm Helped in Report 

The majority of the report was pre- 
pared by W. M. Corcoran of S. H. and 
Lee J. Wolfe, consulting actuaries, New 
York City. 


The receiver, although taking some 
objections to the Continental Assur- 
ance offer, states that it merits serious 
consideration because of the company’s 
strong financial position, exceptionally 
good management, ability of executive 
officers and the fact that its capital, sur- 
plus and reserves are reported to be in- 
vested in securities authorized for com- 
panies under the present strict Lllinois 
laws. 

On the general subject of mutualiza- 
tion by forming a new company whose 
funds would be secured by transferrence 
of assets of the old one, the report stated 
there are two chief objections. One is 
that this plan has been decided illegal 
in connection with the solution of a 
similar reinsurance problem in that the 
guaranty fund would be used for pro- 
tection not only of old policyholders of 
the reinsured company, but also of any 
new policyholder. Second, the plan is 
subject to criticism because much time 
would be required to organize a new 
company and qualify it for license in 
various states. 

Judge Lindsay after the hearings took 
the case under advisement. He asked 
all bidders to file their Dec. 31, 1933, 
statements, with the nature of invest- 
ments and valuation basis used. Various 
bidders criticised rival offers. 


Lamar Life Managers and 
General Agents in Session 





District managers and general agents 
of the Lamar Life held a two-day con- 
ference at the home office. The pro- 
gram included: “Agency Supervision,” 
Ran Schlater, Mississippi; “Profitable 
Prospecting,” W. C. Buckley, Missis- 
sippi; “Salary Savings Business,” T. H. 
Cutrer, Louisiana; “Package Selling,” 
D. B. Aycock, Arkansas; J. W. Kight, 
Alabama; A. L. Robertson, Florida; J. 
M. Segura, Louisiana; R. O. Hardy 
and W. A. Long, Mississippi; Russell 
Blair, Tennessee; Brady Bartlett and 
J. Y. Webb, Texas. 

Among the home office men on the 
program were: Jesse Bounds, president; 
P. K. Lutken, executive vice-president; 
Dr. J. O. Segura, vice-president and 
agency director; A. E. Babbitt, vice- 
president and actuary; W. D. Owens, 
vice-president and secretary; Maj. W. 
Calvin Wells, vice-president and gen- 
eral counsel; Rex B. Magee, advertis- 
ing manager; Roy Nelson, field con- 
servation manager; T. B. Harrison, 
field superintendent, and W. L. Mis- 
trot, underwriter. 


Investment Bill Filed 


A bill strictly to regulate the invest- 
ments of all types of insurance com- 
panies was filed in the special session of 
the Kentucky legislature Jan. 15. Full 
details as to provisions have not been 
learned but it is understood the bill 
will be contested by many companies on 
the basis that it grants too much power 
to the insurance department. It is said 
that the bill contains percentage figures 
limiting the amount of assets a com- 
pany may invest in any type of security. 


Mutual Benefit Promotions 


NEWARK, Jan. 18.—Four promo- 
tions are announced by Mutual 
Benefit Life. G. Franklin Ream and 
V. W. Samms, field service managers, 
are made assistant superintendents of 
agencies; H. W. Jones of the mathe- 
matics department was made assistant 
mathematician; and Miss Mildred F. 
Stone, editor of publications, was made 
agency field secretary. Mr. Ream was 
graduated from Cornell College, Iowa, 
with Phi Beta Kappa honors and had 
wide experience in the field before 
going to the home office. Mr. Samms 
is a graduate of the University of 
Idaho and a former surveyor-general 
of the state. Mr. Jones is a fellow of 
the Actuarial Society of America and 
has been with the company since 1923. 
Miss Stone was graduated with Phi 





Beta Kappa honors from Vassar and 













Indiana Insurance Day 


Speakers Are Announced 





INDIANAPOLIS, Jan. 18—M. P. 
Cornelius, vice-president of the Conti- 
nental Casualty, will be an Indiana In- 
surance Day speaker here Jan. 30. He 
will discuss present conditions in the 
casualty underwriting field. It is re- 
garded as especially appropriate that 
Mr. Cornelius have a place on the pro- 
gram of Indiana Insurance Day as his 
company is an Indiana _ corporation, 
even though its executive offices are in 
Chicago. ; 

Governor McNutt of Indiana will 
speak at the luncheon session, as will 
E. B. Thurman, Chicago general agent 
New England Mutual Life. Prof. F. V. 
Chew, head of the insurance department 
of Indiana University, will discuss “The 
Economic Situation and Insurance.” A. 
G. Allen of P. K. Morrison & Co.,, 
Muncie, Ind., will present plans for 
servicing insurance accounts. ; 

An open forum will be an innovation 
in this year’s Indiana Insurance Day 
program in which local agency prob- 
lems will be discussed. Interest already 
manifested is assurance in the minds of 
the general committee of a good attend- 
ance. 





Cincinnati Companies Show 
Good Results in Statements 


The companies with headquarters in 
Cincinnati maintained the high level of 
progress during 1933 which has featured 
their reports during each year of the de- 
pression. 

The Western & Southern Life shows 
an increase in assets of about $3,500,000 
and an increase of surplus of about $1,- 
000,000. While showing a 20 percent 
decline in insurance written and a de- 
crease of about $35,000,000 of insurance 
in force, this is a very good year con- 
sidering the general business depression 
and unemployment. 

The Ohio National Life, which took 
over the Bankers Reserve of Omaha in 
April, reports very favorable progress 
during the year and will show a com- 
bined statement with assets of about 
$38,000,000. The company has written 
about $18,000,000 this year and has in 
force about $190,000,000. 

The Federal Union reports an increase 
in assets of some $180,000 and wrote 
$13,500,000 compared with $15,000,000 in 
1932 with insurance in force remaining 
about the same as a year ago. 

The Columbia Life reports a favor- 
able year with little change in the fig- 
ures of a year ago. 

Its statement shows assets $4,654,046, 
surplus to policyhoiders’ of $395,229. 
During 1933 the company paid policy- 
holders $680,091. 

The Western & Southern Indemnity 
reports a good year with favorable ex- 
perience on business written. It is in 
excellent shape and shows an increase 
in assets of about $436,000. Its running 
mate, the Western & Southern Fire, also 
had a good year and shows an increase 
in assets of about $500,000. 

Tne Union Central wrote over $81,- 
000,000 in 1933 and now has insurance 
in force of $1,261,502,340. 











joined the Mutual Benefit in April, 
1925, becoming editor of publications 
in September, 1931. She is the first 
woman officer of the company. 


Life Advertisers Membership 


The Life Advertisers Association 
made a special drive for membership 
closing Dec. 31, that being the final 
date for charter members. The organ- 
ization now has 85 charter members, 
which is a very handsome showing. 


H. A. MacGowan, who represented the 
Mutual Benefit Life at Worcester, Mass., 





from 1897 to 1928, died at age 69 
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ANNUAL FIGURES ARE GIVEN 
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The main items are municipal bonds 
$251,035, railroad $4,863,740, public util- 
ity $4,269,192, mortgage loans $565,850, 
public utility preferred stocks $1,867,- 
126, industrial preferred $1,098,883, cash 
$483,025. Its capital is $1,000,000, its 
contingency reserve $500,000 and its net 
surplus $608,155. The North American 
Reassurance is one of the outstanding 
companies of the country and deals only 
in life reinsurance. In its annual state- 
ment it used market quotations for 
bonds not amortized and for non-divi- 
dend paying preferred stocks. On the 
dividend paying preferred stocks it used 
book values. The company is most 
ably managed. 


NORTH AMERICAN LIFE 


The North American Life of Chicago 
materially strengthened its position last 
year. Cash position was much better, it 
having been $182,071 cash on hand on 
Dec. 31, 1932, against $383,766 Dec. 31, 
1933, an advance of 110 percent. 

Chairman J. H. McNamara pointed 
out that while in 1932 the expenses were 
reduced $274,045, an additional reduc- 
tion of $139,978 was effected last year. 
Salaries have been still further reduced 
and other economies made. The nat- 
ural result has been reduction in new 
business and increased lapses, but this 
is only a temporary effect and improve- 
ment is expected this year. 

It was decided to take no action on 
stockholders’ dividend as the directors 
considered this wise and state insurance 
departments are requiring life compa- 
nies to conserve their resources. 

President E. S. Ashbrook reported 
that the ratio of actual to expected mor- 
tality dropped to less than 40 percent, 
the lowest figure for 2 years. The aver- 
age ratio for ten years prior to 1933 was 
48 percent and for 1932 was 50.1 per- 
cent. After deducting total amount of 
reserves and amount recovered from re- 
insuring companies, net loss from death 
claims in 1933 was $250,610 as against 
$353,900 in 1932. 


CENTRAL LIFE OF IOWA 


Dante M. Pierce, former publisher of 
the “Iowa Homestead,” farm journal, 
and present receiver for Wallace-Home- 
stead Company, and Ray Nyemaster, 
Davenport banker, are elected to the di- 
rectorate of the Central Life of Des 
Moines. 

President G. N. Ayres, in reviewing 
the work of the company in 1933, said 
the rcinsurance of the Illinois Life by 
the Central Life was one of the out- 
standing events of the insurance year, 
bringing out the strength and stability 
of the Central Life. Merging of the 
business of the two companies was pro- 
gressing in a highly satisfactory man- 
ner, he said. He complimented the un- 
derwriting department for a record of 
37 percent of expected mortality in 1933. 

The company had on hand $1,161,000 
in cash, and $8,062,000 in U. S. treasury 
bonds, and bonds of states, counties, 
school districts and other municipalities 
Dec. 31, 1933. Since the first of this 
year it has increased its government 
bond holdings $254,765 and high grade 
municipal bonds $122,539. The com- 
pany has no borrowed money. The 
Central Life paid to policyholders and 
beneficiaries in 1933 $5,161,603, which 
was within $20,000 of the high disburse- 
ment mark set in 1932. 


PRUDENTIAL’S CLAIMS PAID 


The Prudential announces that there 
were Over 352,000,000 claims paid last 
year. The ordinary policy claims were 
over $72,400,000. This included death 
claims including paid up additions $59,- 
084,776, matured endowments $11,231,- 
990, accidental death benefits $2,102,- 
895. The industrial claims were over 


$60,000,000, death claims with paid up 
additions amounting to $51,859,543, dis- 


ability payments $1,480,330, matured en- 
dowments $4,945,288, accident benefits 
$2,141,003. The intermediate claims 
amounted to over $7,500,000, policyhold- 
ers receiving $7,423,183 in death claims, 
accident benefits $678,391 and disability 
benefits $243,797. At the end of the 
year the Prudential was remitting 
3,923 monthly income checks going to 
beneficiaries, the total ‘amounting to 
$251,177 per month. Last year there 
were rejections on industrial, intermed- 
iate and ordinary amounting to 84,114. 


BANKERS LIFE OF NEBRASKA 


While the Bankers Life of Nebraska 
new business in 1933 gained 11.7 per- 
cent for the last six months a 47.6 
percent increase over the same period 
in 1932 was shown. December was the 
first month in the last 30 that new busi- 
ness and reinstatements exceeded ter- 
minations in amount. The company 
closes the year with 127 millions in- 
surance in force, a loss of 13 percent. 
The increased business record was 
made in the face of the fact that 15 per- 
cent fewer full time men were em- 
ployed. H. O. Johnson, who conducts 
an agency at Holdrege, Neb., was the 
company’s leading producer for the 
third consecutive ‘year, and ‘has 466) 
weeks of consecutive production to his 
credit, 


WASHINGTON NATIONAL 


The Washington National of Chicago 
makes a splendid showing as of Dec. 
31, its assets being $2,829,000, capital 
$600,000, net surplus $600,000 and con- 
tingency reserve $215,000. The contin- 
gency reserve is more than is necessary 
to place its assets on market value ba- 
sis as of Dec. 31. There has been 
$90,000 increase in surplus and the con- 
tingency reserve has been increased by 
$75,000. The company increased its 
federal securities last year by $250,000, 
making total federal government securi- 
ties and municipals about 80.2 percent 
of the assets. The premium income 
last year was $5,000,000. 


HAMILTON NATIONAL LIFE 


The Hamilton National Life of Los 
Angeles in 1933 showed an increase of 
130 percent over 1932 and increased its 
insurance in force 33 percent. An in- 
crease of 91 percent was made in num- 
ber of policyholders. 


MINNESOTA MUTUAL LIFE 


The financial statement of the Min- 
nesota Mutual for 1933 shows assets 
$30,138,626 of which $982,668 is cash, 
$537,666 federal bonds, $4,403,698 state, 
Canadian and municipals, $1,096,981 
railroad, $4,881,224 public utilities, $1,- 
679,899 stocks, $5,301,113 mortgage 
loans, $6,640,114 policy loans, $2,536,- 
498 real estate, $1,179,644 outstanding 
premiums, $750,000 contingency fund, 
net surplus $1,305,110, new business 
$26,101,549, insurance in force $196,201,- 
052, paid policyholders last year, $4,- 





764,569. Of the amount paid policy- 
holders $3,208,836 was paid living 
policyholders. It has paid since organi- 


zation $44,500,643. 


AMICABLE LIFE 


The Amicable Life of Waco, Tex., in 
its annual statement shows assets $9,- 
156,674 of which $2,917,900 are mort- 
gage loans, $2,488,729 real estate, $310,- 
124 cash, $199,700 U. S. Treasury cer- 
tificates, $2,596,483 policy loans. Its 
surplus to policyholders is $1,392,000. 
Insurance in force is $68,398,636, total 
income $2,173,581, payments to policy- 
holders $9,226,572, premium income $1,- 
538,832, new business $17,005,379, capi- 
tal $820,000. 


OCCIDENTAL LIFE, CAL. 


The Occidental Life of Los Angeles 
scored a new annual high record in 
1933 with a total of $54,734,985 new 
business, a gain of $17,906,962, or 48.6 
percent over 1932. Dec. 30 was the 
largest day in the history of the com- 
pany in volume of new business sub- 
mitted, the amount being $1,399,000. 
Each month of 1933 registered an in- 
crease in comparison with 1932, with 
December showing a total production 
of $6,542,079, a gain of $2,977,346 or 
83.5 percent increase as compared with 
December, 1932. This is the best month 
in the company’s history. During the 
last 90 days of 1933 the agency or- 
ganization exceeded a quota of $15,000,- 
000, which was set as a tribute to Presi- 
dent L. M. Giannini, by 11.6 percent, 
the business produced aggregating $16,- 
743,000. C. Cunningham, division 
manager for southern California, won 
the president’s cup for new business 
produced, with a gain of 61.6 percent. 


KANSAS CITY LIFE 


December was the largest month in 
the history of the Kansas City Life. 
For the year, issued and paid for busi- 
ness amounted to $73,214,324, an in- 
crease over 1932. There has been no 
change in the dividend-to-policyholders 
schedule. A semiannual cash dividend of 
8 percent to stockholders has been de- 
clared. The company has an unassigned 
surplus of $6,689,716. 


MONARCH LIFE 


The total number of policies writ- 
ten during 1933 by the Monarch Life 
of Springfield, Mass., approximated the 
figure for 1932, and final figures for 
1933 will show an increase in total in- 
surance in force, C. W. Young, presi- 
dent, reported. Premium income showed 
a slight decline, he said, but interest 
receipts showed a gain. 


New York Life Gets Refund 


WASHINGTON, D. C., Jan. 18.— 
The Bureau of Internal Revenue has al- 
lowed the New York Life income tax 
refunds and credits aggregating $2,704,- 
441 for 1917, 1918, 1920, 1922 and 1923. 


Harry Greene has been appointed unit 
manager of the Moskowitz & Ainbinder 
agency of the Continental American Life 
in Newark. He was formerly assistant 
manager of the Investors’ Syndicate. 











Preliminary Reports for 1933 








-New Paid Business— -——Change in Ins. in Force~ 
1933 1932 1933 1932 


BRNO THE, CORID., 0565.6 65655 5 ee $ 1,673,824 


$1,003,001 $ 434,356 —$ 630,777 


SB Ge a ee 6,474,704 10,418,798 —5,202,921 —4,507,538 
eo A ONS eee ee ae 668,546 710,953 —642,804 —598,497 
RGRUNRPUDER HEINE. ic.5 Pie 0.0 o's) © 0 i514 6 00S 1,164,90 835,569 523,458 238,954 
OS i PS OSE 0 \ ae 25,661,747 22,843,589 1,641,296 496,411 
Wridetty Mutual Dite............% 24,884,057 33,178,544 —27,842,717 —20,668,609 
Great American Life, Tex........ ,100,572 11,351,660 —290,5 ,022,729 
The Mutual Life of Canada....... 40,109,968 44,038,582 553,362 4,588,037 
CE A MUME CEOs 0 0.0.3 004.0. 5:05 0 0.6% 19,481,433 22,661,817 —11,719,931 —11,113,603 
North American Life, Can........ 18,705,920 20,018,399 —3,751,361 —3,882,84 
Northwestern National Life...... 65,318,697 74,348,835 4,657,324 1,495,486 
ey S&T ee em 73,730 24,915,187 —13,378,301 —16,506,911 
PRSREUG BED no 500 0b 5 os 08 8% 3,504,992 4,933,709 —8,126,516 —6,880,39 

SU EE fe 5 5 bicep 5 6 0 e b\a's 5g he Wi 23,896,973 20,338,627 128,256 —3,108,992 
Provident Mutual Life........... 71,517,223 95,475,517 —43,923,231 —31,417,878 
ee, ee Oe OT. eer ren 16,156,025 12,847,860 452, —11,487,022 
Union Mutual Life, Me........... 2,692,715 3,703,429 —6,598,210 —7,360,968 
Western & Southern Life........ 130,144,176 184,692,034 —37,859,525 —79,318,232 


*Includes business taken over from the Continental National of $6,029,000. 








Plans Announced 
to Have Directors 
Disgorge $500,000 


ST. LOUIS, Jan. 18.—Insurance Su- 
perintendent O’Malley on behalf of the 
estate of the Missouri State Life an- 
nounces that shortly he will file suit 
against seven directors to recover ap- 
proximately $500,000, estimated loss on 
an $800,000 loan made to the Insurance 
Eqlities Corporation by three St. Louis 
banks on Dec. 2, 1932, under a guarantee 
that the Missouri State would later take 
up the loan. This was to purchase the 
stock of the Kentucky Home Life, 
which held one-third of the Missouri 
State Life stock. The loan was taken 
up Jan. 5, 1933. The attorneys for the 
department stated that the following 
directors would be held liable: 

W. T. Nardin, former president; F. O, 
Watts, chairman of the First National 
Bank of St. Louis; E. D. Nims, T. M. 
Pierce, both of St. Louis; Paul M. Da- 
vis, Nashville, Tenn., banker; Theobald 
Felss of Cincinnati, and Julius H, 
Barnes, chairman of the board at the 
time the loan was made. After the loan 
had been made five directors resigned 
in protest against the deal. They were: 
Melvin Emerich of Chicago and Stephen 
Paul of Halgarten & Co., New York; 
H. S. Tressel of Chicago, all of whom 
voted against the loan; Federal Judge 
C. I. Dawson of Louisville and Ernest 
Woodward, Louisville attorney. 

Since the loan was made $50,000 was 
paid off by Insurance Equities while in- 
terest of $24,000 had been paid up to 
last June. Collateral posted for the loan 
included 85,000 shares of Philadelphia 
Life, 4,000 shares of United Life & Ac- 
cident and 11,944 shares of Kentucky 
Home Life. 


Roger Hull in a Long Trek 


Managing Director National Life Under- 
writers Association Is Addressing 


Many Local Organizations 














On the first stage of a six weeks’ trip, 
during which he will address no less 
than 30 local associations affiliated with 
the National Association of Life Under- 
writers, Roger B. Hull, managing di- 
rector and general counsel, appeared be- 
fore the House ways and means com- 
mittee at the resumption of its tax hear- 
ings, on January 9th, to oppose the sug- 
gested changes in the method of taxing 
annuity receipts by adopting an arbi- 
trary rule that 3 percent of the amount 
paid for the annuity be deemed interest 
and subject to federal income tax. At 
the conclusion of the hearing Mr. Hull, 
on behalf of the National association, 
submitted a brief outline, in detail of the 
National Association to the suggested 
changes in annuity taxation. 

At the close of the hearing, he pro- 
ceeded to Jacksonville, where he ap- 
peared before the local association 1 
that city. 

The remainder of his itinerary was 
Orlando, Fla., Jan. 11; Tampa, Jan. 12; 
Atlanta, Jan. 15: Knoxville, Johnson 
City, Jan. 16; Chattanooga, Jan. 1% 
Nashville, Jan. 18; Lexington, Louis 
ville, Jan. 19; El Paso, Jan. 23; Phoenix, 
Jan. 24; San Diego, Jan. 25; Los At 
geles, Jan. 26; Santa Barbara, an. 29% 
East Bay, Jan. 31; San Francisco, Feb. 
1; Fresno, Stockton, Feb. 2; Sacra 
mento, Feb. 3; Portland, Feb. 5; Seattle, 
Tacoma, Feb. 6; Yakima, Feb. 7; Spo 
kane, Feb. 8; Billings, Feb. 10; Salt Lake 
City, Feb. 12; Denver, Cheyenne, Feb. 
13, and Peoria, Feb. 15. 


Frank A. Dunrj Is Dead 

Frank A. Dunn, who was with the 
claim department of the Mutual Benefit 
Life at the home office for 35 year’ 
died at his home in East Orange, +: /' 








returr 
editor 
newst 
“State 


vertisi 
taries, 
placed 
gentin 
quarte 
1925 h 
writer 


i 
dell, ( 


Ninist 
cers, 
Public; 

















January 19, 1934 


LIFE INSURANCE EDITION 








Staff Promotions 
Are Announced by 
“Insurance Field” 











R. W. Conde, vice-president, secre- 
tary and general manager of the Insur- 
ance Field Co. of Louisville for the last 
four years, was advanced to the presi- 
dency at the annual meeting, succeed- 
ing Young E. Allison, Jr., resigned. 
Ben P. Branham of Chicago was elected 
first vice-president; M. W. Davidson 
was retained as treasurer and Julian 
Weddell was named assistant secretary, 
with Mr. Conde continuing as secretary. 

Changes in the editorial department 
include the following: John E. Puckette, 
news editor, becomes managing editor, 
succeeding John J. Jasper, resigned, and 
M. R. McGruder becomes news editor. 

New directors are A. C. Frank of New 
York City, F. P. Allen and Mr. Puck- 
ette, filling the vacancies caused by the 
resignations of Mr. Allison, Mr. Jasper 
and E. E. Straus. The holdover direc- 
tors are Mr. Conde, Mr. Davidson, Mr. 
— and John Buchanan of Louis- 
ville. 

Conde Had Long Experience 


Mr. Conde joined the “Insurance 
Field” 20 years ago and has been an 
executive of the organization during that 
entire period. He was elected vice-presi- 
dent and general manager four years ago 
at the time Mr. Allison became president. 
Prior to his connection with the “In- 
surance Field” Mr. Conde was for five 
years with the “Western Underwriter,” 
now THE NATIONAL UNDERWRITER, 

Mr. Puckette joined the staff of the 
“Insurance Field” in 1926 and served 
later in New York as associate editor, 
returning to Louisville in 1929 as news 
editor. Prior to that he was in daily 
newspaper work for 13 years with the 
“State” of Columbia, S. C., the “Cour- 
ier-Journal” of Louisville and the Day- 
tona Beach (Fla.) “Journal.” 

Mr. McGruder, a native of Louisville, 
has been on the “Field’s” staff for four 
years as associate editor. He entered 
the daily newspaper field in 1907, serving 
in St. Louis, Memphis, Birmingham and 
Atlanta. In the latter city he was tele- 
graph editor afid assistant Sunday edi- 
tor for the “Georgian” and “Sunday 
American.” In 1922 he joined the ad- 
vertising staff of International Proprie- 
taries, and in the following year was 
placed in charge of advertising for Ar- 
gentina, Uruguay and Chile, with head- 
quarters at Buenos Aires. Returning in 
1925 he went with the “Southern Under- 
writer” of Atlanta as news editor. 

Mr. Weddell is a son of T. R. Wed- 
dell, Chicago associate editor. 


General American Life Has 
New “Leadership” Sales Paper 


The first edition of “Leadership,” a 
monthly house organ published by the 
General American Life has been issued. 
The first edition was eight pages, 814x 
ll-page size, edited in news-magazine 
style. The name, “Leadership,” was 
chosen in answer to the challenge of 
President Walter W. Head to “Choose 
aname to live up to! It indicates cour- 
age of conviction and ambition to step 
i fore readers with a name like Leader- 
ip. 

Editorially, the magazine is intended 
to fill three purposes. It is to be a me- 
lum for exchange of ideas, welcoming 
Contributions from every member of the 
eneral American Life family, and is 
to be instructive and informative. 

he magazine is strictly modern in 
‘omposition and treatment, making use 
ot sans-serif types for both heads and 
ody, and of illustrations black-outlined 
i modern, style. 

The editors are D. W. Hopkins, ad- 
unistrative assistant to the executive of- 
cers, and D, J. Murphey, director of 
dublicity, 








National Fraternal Congress 
Meeting Plans Are Shaping 





VARIOUS SECTIONS TO MEET 





Mid-year Gathering to Be Held in Chi- 
cago Feb. 22-23, Annual in 
Louisville in August 





Plans are shaping for the semi-annual 
meeting of the National Fraternal Con- 
gress and its various sections in Chi- 
cago Feb. 22-23. The program has not 
yet been prepared. 

There will be separate meetings of 
the Fraternal Law Association, which 
is an allied organization not of the con- 
gress proper but containing many mem- 
bers of the law section of the congress; 
of the secretary’s section, president’s 
section, medical section and actuarial 
section. The law association’s meeting 
will be the annual gathering. Secre- 
tary R. F. Allen of the Fraternal Law 
Association, connected with the Stand- 
ard Life Association of Lawrence, Kan., 
is preparing a program for the meet- 
ing of that group. 

Various Sections to Meet 


F. W. Hough of the Fidelity Life As- 
sociation, Fulton, IIll., is president of 
the secretary’s section; Philip Steele, 
president Chicago Fraternal Life Asso- 
Ciation, is president of the president’s 


section, and Dr. George Winterson, 
medical director for the Woodmen 
Circle, Omaha, is president and Dr. 


Tracey H. Clark, National Union As- 
surance, Chicago, is secretary of the 
medical section. Programs for sessions 
of these sections, also to be held Feb. 
22-23, are being prepared. 


Good Record Last Year 


The National Fraternal Congress 
members generally came through last 
year in excellent condition. None of 
them applied for any federal loans nor 
was affected by the policy moratoria 
of most of the states. The associations 
have had some investment difficulties, 
as have most companies, but have 
placed emphasis in the investment port- 
folios on municipal securities, which 
they consider have done unusually well. 

E. H. Palmer, of Lexington, Ky., 
president Kentucky Fraternal Congress, 
announces that the 1934 convention of 
the national congress will be held in 
Louisville in August, lasting three days. 
The Kentucky Fraternal Congress 
meeting will be held in Paducah, Ky., 
this year. 


South Carolina Re-elects 


Commissioner Sam B. King 














COLUMBIA, S. C., Jan. 18—Sam B. 
King, insurance commissioner of South 
Carolina since 1927, was unanimously 
re-elected to that office yesterday for a 
four year term by the state legislature 
which went in session here this week. 

Mr, King was without opposition. 
When he was nominated by Senator 
W. H. Nicholson, Greenwood, which is 


the commissioner’s native county, there 


were numerous seconds. When he was 
re-elected to the post in 1930 he was 
also without opposition at that time. 

Before becoming insurance commis- 
sioner, Mr. King was a realtor. He 
was elected to the state legislature and 
served for four years starting with 1923. 
He was in the aviation.service for 29 
months during the World war. 

When the state auditor made his re- 
port to the general assembly recently he 
said in connection with Mr. King’s ad- 
ministration that “it appears the affairs 
of this department are being adminis- 
tered in an efficient and effective man- 
ner. The commissioner and his force 
are to be commended upon the vigor 
with which the duties of the office have 
been discharged.” 








Learn Dour Prospect’s Hobby, 











Then 


Here is one subject interesting to 
any man who has a special use for 


his spare time. 


Stamp collecting, golf, 
travel, cattle raising — 
whatever the hobby may 
be, you have a message 


for him. 


Tell him how he can have 
years to devote to such 
pleasures by acquiring 
Prudential Protection. 
Financial Independence 
when wage-earning days 
have ended can be guar- 


anteed. 
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Age and Stability 


continue to be the 
outstanding qualifications of 


UNION MUTUAL LIFE 
INSURANCE COMPANY 


Portland, Maine 


Incorporated 1848 














Che Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 


Newark, New Jersey 
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242,273, as compared with $420,000 in 
Agencies’ Sales Records 1932. P. L. Potter, general agent, re- 

ports. 


1934 


America—now emerging from 
the painful yet purging eco- 

‘nomic punishment of the past 
four years, cleansing fires that 
literally drove business into 
more shrewdly calculating man- 
agement that wrings the last 
penny of profit from every dol- 
lar invested, and a citizenry 
schooled to the wisdom of true 
thrift with the fruits of employ- 
ment—what a land of opportu- 
nity for courageous men and 
women. 


1934 extends a promise that, 
unlike the prophecies of other 
years, is pledged to sound prog- 
ress and lasting profit because 
the foundations upon which 
workers will build is of the 
solidity of rock—not the treach- 
erous sand of an ephemeral 
prosperity. 





AericAN CENTRAL Lire 


INSURANCE COMPANY 
INDIANAPOLIS - - -  - INDIANA 
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R. LR. 
» For 28 Years the Slogan » Qf 
has been : 


“SAFETY AND SERVICE FIRST” 


1933 was no exception for us, for the Ohio 
State Life Insurance Company continued to make progress in 
financial strength, as shown by the increases in its Cash, U. S. Gov- 
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ernment Bonds, Reserves for the Protection of Policyholders and 
Total Assets. This growth was maintained in the face of unfavor- 
able financial conditions, and is the result of the conservative finan- 
cial policy which has guided the Company throughout its 28 years 
of service to its policyholders. Every obligation has been promptly 
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met without selling one of its bonds or borrowing a dollar. The 
Company owes no debts other than current bills and obligations 
provided for its own policies. 







a. 


"Safety and Service First" is our 









continuing pledge. 


With this company background and a liberal contract, Oslico 
Representatives enjoy greater earnings. 


THE OHIO STATE LIFE INSURANCE COMPANY 
Columbus, Ohio 
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U. S. BRANDT 


President 


F. L. BARNES 
Agency Vice President 
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Show Gratifying Gains 











The Edward A. Woods Company, 
Pittsburgh general agent Equitable Life 
of New York, completed 20,195 con- 
tracts for new life insurance and annui- 
ties in 1933, totaling approximately $80,- 
000,000. Cash received from policyhold- 
ers on new contracts amounted to $4,- 
789,640. In 1933 the agency paid out 
$17,716,235. Of this $5,314,871 was paid 
to beneficiaries under death benefits, and 
$12,401,364, over 70 percent of the total, 
to living policyholders in dividends, an- 
nuities, matured endowments and surren~ 
der values. 

Oe te he 

The Berkshire Life’s agency in Boston, 
covering eastern Massachusetts, headed 
by General Agent W. H. Boireau, in- 
creased production 110 per cent in 1933, 
paying for $1,000,000, with the largest 
premium income ever taken out of the 
Boston office. It started with one man 
in November, 1932, and has eight full 
time producers. In addition to Mon- 
day morning meetings, an agency meet- 
ing was held every Wednesday evening 
for two hours on the case system. 

25 per cent increase in paid business is 
sought this year. 
* * 

The life department of the Des Moines 
agency of Aetna Life increased its busi- 
ness in 1933 120 percent, M. L. Seltzer, 
general agent, reports. The group de- 
partment’s gain was 191 percent and 
the increase in the accident division was 

117 percent. 
* * 

In December the John A. Stevenson 
agency of the Penn Mutual Life at 
Philadelphia had the largest paid-for 
business of any month in 1933, and the 
second largest December since the 
Agency’s Leaders Club was started 47 
months ago. The Leaders Club, whose 
membership is monthly and based on 
$20,000 of paid-for business, had 47 
members for the month. T. M. Scott, 
tor many years the company’s leading 
producer, was president, his volume hav- 
ing been the largest; an honor which 
had been his for seven of the 12 months 
of the year. S. E. Coleman was vice- 
president, that title going to the leader 
in lives. The runner-up in volume was 
F. S. Durham and the runner-up in 
lives was T. M. Soot. 


Paid business for 1933 of the Mutual 
Benefit Life in central Iowa was $1,- 





* * * 


The W. O. Ferguson agency at Los 
Angeles of the Penn Mutual Life, closed 
1933 with an increase in the production 
of paid business iS oncess of $500,000. 


H. O. Johnson of Holdrege, Neb., was 
the leading personal producer of the 
Bankers Life of Lincoln last year. In 
addition to his personal production he 
did considerable agency work. E. F. 
Goodrich of Kansas led the agency of 
the company in business last year. 


R. H. Smith, San Antonio manager 
for the Life of Virginia, reports an 1n- 
crease in paid for business of 40 per- 


cent for 1933. 
* * 


The home office agency of the Pacific | 


Mutual Life conducted a record-break- 
ing production contest in December in 
honor of Manager J. H. Russell. De- 
cember production showed a gain of 
125 applications and an increase in vol- 
ume of 216 percent. In addition there 
was a large volume of business carried 
over into January as a result of Decem- 
ber activity, assuring the agency a hand- 
some gain this month in comparison 
with the 1933 vocees. 


* * 

The Detroit branch of the Great West 
Life paid for $2,634,000 in new business 
in 1933, exclusive of term and group, 
an increase of $578,000 over 1932 or 22 
percent. A. P. Johnson is agency man- 
ager. 

kok Ox ' 

The Prudential ordinary agency in 
Detroit under Manager F. L. Klingbeil, 
exceeded by $200,000 its quota for the 
last quarter of 1933, turning in a vol- 
ume of $1,700,000. 


Emergency Order Rescinded 


DES MOINES, Jan. 17.—The order 
granting Iowa life policyholders an ad- 
ditional 30 days of grace for premium 
payment, issued as an emergency meas- 
ure will be rescinded March 1, Com- 
missioner Clark announces. The Iowa 
moratorium on policy loans still exists 
but many companies are paying all loan 
demands without restriction. 


Name Legislative Leaders 


D. I. O’Brien has been named chair- 
man of the committee on insurance of 
the New York senate, and A. H. Garn- 
jost, chairman of the assembly com- 
mittee. 








Union Central Leaders 








HERMAN STARK, New York City 














SLANE STUMP, Los Angeles 





Herman Stark of the C. B. Knight agency of the Union Central of New York 
City heads the Union Central. $500,000 Club this year and Slane Stump of the 
Marc Trueblood agency at Los Angeles is vice-president, he being the’ second man 
in production. 
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Floods 


Application with Ink, 
So He Invents New Pen 





NEW YORK, Jan. 18—An applica- 
tion for a large amount of ‘life insurance, 
flooded by ink from a primitive fountain 
pen and so lost to a rival agent, caused 
the invention of the first practical foun- 
tain pen, on which a patent was granted 
50 years ago next month. L. E. Water- 
man, agent for the Aetna Life in Bos- 
ton, was the agent who lost the case 
through the temperamental behavior of 
his fountain pen. Mr Waterman, who 
later founded the well known pen com- 
pany bearing his name, determined to 
make a fountain pen that he could de- 
pend on at all times. 


Needed to Secure Applications 


Being an active solicitor of life insur- 
ance, Mr. Waterman found it essential 
to have with him some means of mak- 
ing out an application in ink wherever 
he found his applicants. Then, as now, 
prospects would cool off if the means 
of signing on the dotted line were not 
at hand at the propitious moment. Yet 
an instrument that was apt to prove 
more of a fountain than a pen was worse 
than nothing at all, as he found to his 
At first he carried 

around with him an ordinary dip pen and 

a small bottle of ink. This method was 

so cumbersome that he tried the various 
» so-called fountain pens of the day. He 
» found them entirely undependable, the 
’ climax being reached when he lost a 

particularly large policy because his pen 
flooded ink over the application. It was 
the only application he had with him 
and by the time he obtained a duplicate 

a rival insurance man had signed up the 

prospect. 

Mr. Waterman entered the insurance 
business in 1862. He had been an avid 
scholar in spite of the early death of his 





L. E. WATERMAN 


father and consequent lack of early edu- 
cational opportunities. His abilities in 
this line stood him in good stead in pre- 
paring canvassing circulars and other 
life insurance literature. 

His success with his invention of the 
fountain pen—using the principle of 
capillary attraction to keep the ink at 
all times under control—caused his 
friends to induce him to give up the in- 
surance business and devote his entire 
time to making and selling fountain pens. 
The venture prospered and has remained 
a family business to this day, his nephew, 
F, D. Waterman, being the present presi- 
dent. 








| Sanders Is Again Club Chief 


i San Diego Man Heads the Producers 
of the Business Men’s Assur- 
ance for 1933 








_ The Grant Club, the agency organ- 
ation of the Business Men’s Assur- 
ance, will again have R. E. Sanders of 
San Diego, Cal., as its president. He 
has qualified for that position three suc- 
cessive years, producing the largest vol- 
ume of business. Although the Busi- 
ness Men’s did a smaller volume last 
year, Mr. Sanders made it the best 
year with the company for him. 

Mrs. Carrie Summers of Houston, 
Tex., produced the second highest vol- 
ume, qualifying as vice-president. In 
1931 she also qualified as vice-president. 
_ The Business Men’s shows insurance 
in force $94,433,476, which was a gain 
of $400,000 over the previous year. It 
has made a continuous record of in- 
creasing its increase in force since 1920, 
When it started in the life business. 


C. A. Craig Appointed Director 


c; A. Craig, chairman of the board of 
the National Life & Accident, has been 
appointed a director of the Federal 

ome Loan Bank of Cincinnati, one of 
the largest of the 12 regional banks. Mr. 

Taig is one of the outstanding insur- 
ance men of the south. 


Coulson Heads Kansas Companies 


Fred Coulson, president of the United 
ife, Salina, was elected president of 
the Kansas Home Owned Life Insur- 
ance Companies at the annual meeting 
1 Topeka last week. 


The Acacia Mutual Life has removed 
Neen ridin, Miss., branch to Jackson, 
mn W. W. Ford, Jr., formerly with 
¢ Lamar Life, is manager. 
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Plans for Pittsburgh Affair 


Dinner Feb. 19 Will Be Preceded By 
Day of Educational Addresses 
in All Branches 








The annual dinner and dance of the 
Insurance Club of Pittsburgh, which is 
always a brilliant affair, since it is at- 
tended by dozens of home office execu- 
tives, will be held Feb. 19 at the Wil- 
liam Penn hotel. The successful inno- 
vation last year of conducting a day of 
sales discussions in the various branches 
of the business, preceding the banquet, 
will be repeated this year. 

The Pittsburgh Agents Association 
will provide a speaker on fire insurance, 
the Surety association will select a 
surety man, the Accident & Health 
Managers Association a speaker on dis- 
ability coverage, the Smoke & Cinder 
Club a fire insurance speaker and the 
Casualty Association a casualty speaker. 

One or two nationally known men 
will be the banquet speakers. 

Charles H. Bokman, manager of the 
New Amsterdam Casualty, is general 
chairman of the dinner and dance com- 
mittee and R. H. Alexander is assistant 
general chairman. Ben Davis is. chair- 
man of the sales congress committee, 
A. C. Supplee, speakers, E. W. Murphy, 
dinner and dance, D. W. Speidel, enter- 
tainment, W. F. Stumpf, Jr., program, 
H. W. Abbott, publicity, E. E. Cole, 
Jr., reception, P. C. McKnight, guests, 
A. W. Pardew, finance, H. S. Bepler, 
tickets, C. A. Reid, floor, C. W. Elton, 
door. 


Mississippi Valley Investigation 


The St. Louis grand jury has begun 
an_ investigation of the affairs of the 
defunct Mississippi Valley Life. 





THESE BIRDS ARE NOT ALL ALIKE 





NE of them is a wise bird. One of them knows 

that an up-to-date life insurance salesman must 
have up-to-date life contracts. He knows that Home 
Office expense should be kept at a minimum, but not 
at the expense of the agent. He knows that special 
benefits are a big item in closing cases. Maybe that 
one wise bird is yourself. If so you'll write for your 
copy of "Field Features." It outlines the many fine 
advantages of selling Central States. Desirable terri- 
tory available in Missouri, Nebraska, Texas, Colorado, 


Utah, California, Arkansas, and New Mexico. 


CENTRAL STATES 
LIFE INSURANCE COMPANY 


SAINT LOUIS GEORGE GRAHAM, PRES. 











GLOBE LIFE INSURANCE Co. 
OF ILLINOIS "242" 
HOME OFFICE ADDRESS SINCE 1895 


431 South Dearborn St. 
CHICAGO 


am 6©Pose Barry Diets 
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Development of Big Men 


A piscusston was held recently in a 
group of company presidents as to the 
policy to be pursued in regard to a 
medical director. Some contended that 
the medical director should be kept 
within his bounds, should be a medical 
director only and should not attempt 
to encroach on the preserves of others. 
The point was made that he has a po- 
sition of great importance and he should 
specialize and concentrate on it. His 
medical knowledge and experience are 
of vast benefit. He should not attempt 
to thin it out by delving into other de- 
partments of his institution. 

Then there was another viewpoint. 
It was argued that a medical director 
if confined in his own cage tends to be 
a mere technician. Naturally he desires 
to magnify his position as much as pos- 
sible if he is kept within his own walls. 
He resents any innovation that tends 
to take away from him authority or re- 
move the mystery of his calling. He de- 
sires to remain as an Egyptian priest, 
guarding carefully the sanctuary. Know- 
ing that the estimation of his particular 
work might be lowered if laymen were 
allowed to intrude, he guards himself 
and wraps his cloak about him closely. 

Therefore some presidents say that 
the’ medical director should be consid- 
erably more than a medical director. 
He should be big enough to realize that 
a mere technician has not the power 
and view of the man of greater mold 
who raises his sights. There is no 
reason why a medical director should 
not be a practical underwriter. He cer- 
tainly should have the ability to pass 
on the moral hazard of a risk, the finan- 
cial standing and ability of the appli- 
cant, He should be able to apply 
psychological tests if necessary. If he 
is-a big man he will welcome any 
sort of devices, formulae or guides that 
will make his department more effi- 
cient. 

“It is held that a medical director of 
this type is able to give suggestions to 
other departments. He should be in 


contact with all phases of a company’s 
work and brought into the official con- 
ferences. In that way. he broadens and 


becomes of far greater use to his com- 
pany. He is far beyond the line of 
purely technician and professional man 
and has brought to his work a bigger 
vision, more practical knowledge and a 
wider experience. 

There we have the two schools. It 
probably simmers down to the policy 
of the man who controls or guides a 
company. There are some presidents 
or executive heads who are very jealous 
of their positions. They dominate the 
company through and through. They 
make a one-man enterprise; the men 
down the line have little to say. Not 
much responsibility is given to them. 
They must always consult the chief 
before they move. They are not al- 
lowed independent judgment. They are 
afraid to speak and when the head seeks 
their opinion they endeavor to find what 
he would like to have them say. Thus 
are developed manikins and robots. 

No man grows where he feels his 
complete dependency on someone else. 
One who develops is given much author- 
ity. He may make mistakes and plenty 
of them but in time he learns from his 
own experience and he gets bigger. 
The great organizations of insurance are 
those that have been developed under 
a man who is not afraid of those as- 
sociated with him, but who has trust- 
worthy and capable lieutenants and 
then gives them authority. 

Under such a management the medi- 
cal director becomes more than a medical 
director and the actuary more than an 
actuary, if the man himself has the 
elements of business in him. The whole 
work of a company is coordinated. 
There is team work all the way through. 
An organization is formed. The des- 
tiny does not rest on the. pronounce- 
ment of one man. Study the life insur- 
ance companies and ascertain which ones 
are most successful. We will venture 
to say that it is not the one-man in- 
stitutions that have made the greatest 
progress. 


“Ir takes salesmanship to sell quality 
because human nature is attracted by 
the cheap.” 





PERSONAL SIDE OF BUSINESS 





It is reported that C. M. Purmort, 


president of the Central Manufacturers 
Mutual and the General Mutual Life of 
Van Wert, O., will seek the Republican 
nomination for Congress from his dis- 
trict. 


W. M. Duff, head of the Edward A. 
Woods Company and general agent of 
the Equitable Life of New York, is 
chairman of the Pittsburgh committee 
in joining with other cities im celebrat- 
ing President Roosevelt’s birthday, Jan. 
30, by holding a public ball. 


Two honors are bestowed on Presi- 
dent C. F. Williams of the Western & 
Southern Life. He was chosen by the 
mayor of Cincinnati as chairman for the 
Roosevelt birthday celebration, Jan. 30, 
which is planned for the benefit of the 
Warm Springs Foundation in Georgia. 
He has also been appointed president of 
the Downtown Property Owners’ Asso- 
ciation of Cincinnati. 


James J. Parks, dean of St. Louis 
life insurance men, on his 82nd birthday 
was presented with 102 applications for 
new life insurance totaling more than 
$500,000. For 22 years he had been an 
agent and official of companies whose 
business is now administered by the 
General American Life. 

He was the guest of honor at a lunch- 
eon given at which Edmund Burke, St. 
Louis general agent for the General 
American, presented the applications. 
John J. Moriarty, vice-president of the 
General American Life, was toast- 
master. 

A. F. Harwood, 44, Toledo manager 
of the Sun Life of Canada, died after 
being stricken while riding in his auto- 
mobile with his wife an da son. 


The home office agency and company 
officials of the Yeomen Mutual Life 
honored P. H. Luin of the home office 
staff at a luncheon in honor of his win- 
ning the company’s six weeks sales con- 
test in which he wrote $60,000 of new 
business. President A. H. Hoffman pre- 
sented Mr. Luin with the national 
trophy cup. P. H. Stark, agency direc- 
tor, presided. 


Floyd Wilson, who was acting man- 
ager of the Everts Wrenn agency of 
the State Mutual in Chicago, following 
the death of Mr. Wrenn until a perma- 
nent successor was appointed, and who 
has now been made general agent of the 
company at Springfield, Mass., was for- 
merly a public accountant in Denver. 
For some time previous to Mr. Wrenn’s 
death Mr. Wilson was his assistant. He 
is a native of San Francisco, having 
been born there in 1894. He started to 
work when he was 15 years of age in 
the construction business, staying there 
12 years. He has been in Florida tak- 
ing a vacation and has now assumed his 
duties at Springfield. 

R. T. Stuart, president of the Mid- 
Continent Life, has been elected presi- 
dent of the chamber of commerce of 
Oklahoma and T. M. Green, general 
agent Massachusetts Mutual Life, heads 
the speakers bureau. 


H. F. Larkin, vice-president of the 
Connecticut Mutual Life, has been 
elected a director of the Phoenix State 
Bank & Trust Company, Hartford. He 
is also a trustee of the West Hartford 
Bank & Trust Company, 


The men of the Union Central Life 
field force are again doffing their hats 
to Mrs. Sis Hoffman of the J. P. De- 
vine Cincinnati agency. For the fourth 
consecutive year, she will attend the 
convention of half-million dollar pro- 
ducers which will be held at Miami 
Beach, Fla., Feb. 4. She will be the 








MRS, SIS HOFFMAN 


only woman agent.in attendance. Mrs, 


Hoffman became associated with the | 


Union Central agency at Cincinnati in 
1924 and beginning with 1930, has paid 
for over $500,000 annually. 


P, A. Lewis, Columbia Life general 
agent at Springfield, O., has been elected 
city manager there. 


R. J. Shipley, recently appointed gen- 
eral agent of the Northwestern Mutual 
Life at San Francisco, has returned to 
his former home in St. Louis to wind 
up his affairs preliminary to returning 
to San Francisco to assume active 
charge of the agency on March 1. He 
will also spend several days at the home 
office in Miwaukee. 

Shelton Saufley, former Kentucky in- 
surance commissioner, has been given a 
temporary appointment as district man- 
ager of the Louisville branch of the bu- 
reau of foreign and domestic commerce. 


The London Life of Canada celebrates 
this year its diamond jubilee. It was 
founded in 1874 by Joseph Jeffery, who 
in that year secured an Ontario charter 
incorporating the London Life & Acct- 
dent Company to write ordinary insur- 
ance on a non-par basis, and also to 
write accident insurance. Since that 
time it has become one of the leading 
institutions of its kind in Canada. 

L. A. Williams, 64, former vice-presi- 
dent of the Guarantee Fund Life of 
Omaha, died at Lehabra, Cal., where he 
had gone to take over field manager- 
ship for the National Life of Des 
Moines. 


J. E. Whalen, manager Union Cer- 
tral Life, has been elected president of 
the Spokane Kiwanis Club. 

New business written in 1933 by the 
Detroit agency of the Mutual Benefit 
Life totaled $17,320,000 as compart 
with $9,417,000 in 1932. A substantial 
portion of this volume was written of 
a low-first-cost policy introduced im 
March, says Donald Clark of Johnston 
& Clark, general agents. There wefe 
2,661 lives insured in 1933 and 1,919 10 
1932. A. P. Steler of the Detroit agency 
ranked among the company’s nine mi 
lion-dollar producers in 1933. Mr. 
Steler wrote 217 lives, placing second 
in the company. He had ranked first 
in lives for nine years up to 1933. 


H. B. Thompson, executive secretary 
of the Michigan State Association © 
Life Underwriters and Qualified Life U1- 
derwriters of Detroit, has been confine 
to his home due to complications follow- 
ing a bad cold. 
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NEWS OF THE COMPANIES 





Contest Valuation at Hearing 





Continental Life of Missouri Restrain- 
ing Order Case Brings Out Bitter 
Controversy 





ST. LOUIS, Jan. 18.—The trial be- 
fore Circuit Judge Ryan on Superinten- 
dent R. E. O’Malley’s suit seeking a 
permanent injunction to restrain the 
Continental Life of Missouri from fur- 
ther operations, has brought out many 
issues on which the attorneys on both 
sides have entered into bitter contro- 
versies. The attorneys for the Conti- 
nental Life hold that the company is a 
sound and going concern with a sur- 
plus of approximately $500,000 and has 
been operated profitably under the 
management of President Ed Mays. 
The attorneys for the state are attack- 
ing not only the solvency of the com- 
pany but are criticising President Mays, 
contending that he has mismanaged the 
company’s affairs. Attorney Theodore 
Rassieur for the Continental Life holds 
that the company has a clear surplus of 
$447,000 and if it were permitted to 
amortize its bonds and not write down 
real estate it could show a $1,200,000 
surplus. 

Insurance department examiners re- 
ported the company Jan. 3 had admitted 
assets of $15,211,857 and liabilities of 
$17,007,407, including $500,000 capital, 
indicating an impairment of $1,295,549. 

Among the high lights brought out 
at the trial was the declaration of $400,- 
000 in stock dividends at a directors’ 
meeting on Mar. 11, 1932. Later the 
action was rescinded and Mr. Hays in- 
structed the secretary, Louis Marks, not 
to record the minutes of the meeting. 

Experts presented as witnesses by the 
Missouri insurance department held 
that the $1,094,757 book value claimed 
by the company on its bonds should be 
only $695,025. Attorney Rassieur at- 
tacked the valuation on the ground that 
the expert did not segregate bonds that 
were in default only as to interest 
from those that were in default for both 
principal and interest. The valuation 
of the bonds is one of the chief issues 
of the case. 


Tells of O’Malley’s Order 


Superintendent O’Malley gave orders 
that real estate holdings ‘of the Conti- 
nental Life were to be valued on a 
forced sale or distress market basis R. 
R. Howard assistant secretary testified. 

On the basis of a check-up made by 
O. E. Scott, real estate dealer; R. R. 
Dolan and E. J. English, examiners re- 
duced valuation of real estate from $3, 
044,299 to $2,086,000, or $958,299 deduc- 
tion, the largest factor toward attempt- 
ing to establish the contention the com- 
Pany is insolvent with assets $15,211,857 
and liabilities $16,507,407. 

Scott valued the company’s 23-story 
home office building at but $1,500,000 
Compared with the company’s book 
value of $2,176,755, while Dolan placed 
the valuation at $1,497,116.30. Scott’s 
valuation was adopted. 

Scott admitted that he did not know 
the company’s book valuation was based 
on actual cost of labor and materials 
Plus a 10 percent fee for W. E. Ittner, 
architect and builder. 

C. Chewning, an examiner, said 
that assets of the Grand National Bank 
and Wellston Trust Company had not 
been checked to ascertain their value as 
a basis for determining the amount the 
anks can pay depositors. The examin- 
€fs estimate the company will lose $651,- 
370 on its deposits in closed banks after 
allowing $381,065 probably recoverable 
on deposits. 

_It was brought out in cross-examina- 
tion of English that the appraisers were 
retained Jan. 4, and had their report 
Teady and signed the next day. 








Globe Life’s Deal Approved 


Chicago Company Takes Over Busi- 
ness of Superior Mutual Benefit 
of Salem, IIl. 








The Illinois department has approved 
the contract whereby the Globe Life of 
Chicago takes over the Superior Mu- 
tual Benefit of Salem, Ill. The Superior 
has about 5,000 policyholders and some- 
thing over $4,000,000 insurance in force, 
which is of good quality. There are no 
unpaid death claims. The feeling pre- 
vails that the Globe Life will be able 
to transfer most of the policyholders to 
its books. The Globe Life is in excel- 
lent financial condition and has pursued 
a conservative record in its transactions. 
It is a well managed institution. 





Denies Action Against Directors 


ST. LOUIS, Jan. 18.—Circuit Judge 
O’Neill Ryan of St. Louis has denied, 
with permission to resubmit to the court 
at a later date, a petition of C. F. Overy, 
St. Louis, a stockholder of the Missouri 
State Life for permission to sue seven 
directors of the company for losses sus- 
tained in an $800,000 loan made to the 
Insurance Equities Corporation. _Coun- 
sel for Superintendent R. E. O’Malley 
objected to the filing of the suit on the 
grounds that under the contract of sale 
between Mr. O’Malley and the General 
American Life approved by Circuit 
Judge Hamilton, the superintendent was 
given the exclusive right to bring legal 
action to recover on behalf of the Mis- 
souri State Life any loss it may have 
suffered through the acts of any of its 
officers, directors or employes. Mr. 
Aylward told the court that Mr. 
O’Malley had already taken steps look- 
ing to a suit for recovery, pointing out 
that a demand for the payment of the 
$750,000 balance on the loan was made 
and that payment not being received the 
next step was to sell the collateral back 
of the notes, so that it could be ascer- 
tained in making up the $800,000 loan. 
The sale of the collateral has been de- 
layed by a combination of circum- 
stances, E. F. Nelson, counsel for the 
General American Life, stated. 





Can Deliver Policies 


LINCOLN, NEB., Jan. 18—Follow- 
ing a conference between Insurance Di- 
rector Herdman and Attorney-General 
Good, the request of the Occidental 
Life of Los Angeles was granted for 
authority to deliver policies issued prior 
to the hearing at which its license was 
suspended because of misconduct of 
agents. The company has _ suffered 
death losses on four policies issued 
without payment of first year’s premi- 
ums and it desires to pay these. It also 
asked and was given permission to col- 
lect premiums through agencies other 
than that of C. F. White, general agent, 
who, with several agents, drew a sus- 
pension of varying periods. The com- 
pany has appealed from the depart- 
ment’s ruling. 


Northern Life Examined 


SEATTLE, Jan. 18.—The convention 
examination of the Northern Life by 
examiners from Washington, Oregon, 
and California shows the company in a 
strong cash position and with an in- 
crease in surplus for the nine months 
ending Sept. 30, 1933, the date of the 
examination. Surplus and assets of the 
company gained while insurance in 
force declined. Mortality was favorable 
and below 1932 figures. Accident and 





health losses increased. The examiners 
found only $9,000 of company bonds in 
default either as to principal or interest 
and the company holding but a small 
amount of foreclosed real estate. 


Rec- 





1934 


@ The last page of the year of 1933 has been turned, the last 
chapter written. The new ledger is open to us—a ledger of 
unblotched pages. 


@ The Institution of Life Insurance has made an enviable rec- 
ord for herself during 1933, and the past few years. Despite 
business chaos, her position has become even more impreg- 
nable. The indomitable courage of her leaders and their 
sublime faith in the future has made that record possible. 


@ 1934 is here to make or mar. The Institution of Life Insur- 
ance will meet it with the same high courage, take the blows 
as they come—and carry on. Are you interested in such a 
profession? Then you will find it pays to be friendly with 


“THE FRIENDLY COMPANY” 


a company, sturdy as the oak as she meets the winds of ad- 
versity, with her roots growing ever deeper and stronger. 


PEOPLES LIFE INSURANCE CO. 
FRANKFORT “The Friendly Company” INDIANA 














The A.0. U. W. of North Dakota 


MERICA goes back to work again 

in field, forest, and factory. We 
are proud to be doing our part. No 
matter in what business or line of in- 
dividual activity a person may be en- 
gaged, now is the time to lift anchor 
and sail with the leaders, as business 
goes ahead. The new order of busi- 
ness calls for the qualities of thrift and 
enterprise, backed by confidence and 
a willingness to work. In the carrying 
out of such plans, the aid of the A. O. 
U. W. should be an integral part. Many 
years of operation on a Legal Reserve 
Basis places the A. O. U. W. of North 
Dakota in a prominent position, as one 
of the leaders in the life insurance field. 


Home Office: FARGO, NORTH DAKOTA 
BRADLEY C. MARKS E. J. MOORE 


Grand Master Workman Grand Recorder 
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ommendation that surplus be further 
increased to provide a contingency re- 
serve in anticipation of more foreclos- 
ures was made by the examiners as a 
precautionary measure. 





New Company in Seattle 


SEATTLE, Jan. 18—The Public 
Service Life, Health & Accident has 
been licensed by Commissioner Sullivan. 

C. A. Magnuson, formerly with the 
Kansas. City Life and also Colorado state 
manager of the Connecticut National Life, 
is president; C? H. Leber, for 18 years 
with the Northwestern Life & Accident 
of Seattle, is secretary-treasurer. Direc- 
tors in addition to the officers are R. D. 
Williams, M. G. Brookshue and I. L. 
Poore. 





Receiver Is Asked 


A petition asking for a receiver for the 
Union Standard Life of Princeton, Ind., 
has been filed by Philip Lutz, Jr., In- 
diana attorney-general. The company 
has been writing life, accident and health 
insurance on an assessment basis. It 
was organized last year. 


Ohio State Life Leaders 


The Pittsburgh agency of the Ohio 
State Life led all the agencies and Al- 
fred Guay, manager Los Angeles 
agency, all the individual producers, in 
the volume of business written in 1933. 
The Columbus agency was_ second; 
Lima, third; Hazelton, Pa., fourth, and 
Marion, O., fifth, L. A. High, Colum- 
bus manager, was second in personal 
production; Robert Ginsburg, St. Louis, 
third; Stephen Matyas, Hazelton, Pa., 
fourth, and W. H. Hecht, Celina, O., 
fifth. The Ohio State Life will hold its 
annual agency assembly in Columbus 
Jan. 28-30. 


Pyramid Mutual Collapses 


On petition of the Illinois insurance 
department, Judge Lindsay of the su- 
perior court in Chicago has found the 
Pyramid Mutual Life of that city in- 
solvent. The insurance department 
designated the official state liquidator, 
H. H. Hershey, as receiver. The Pyra- 
mid Mutual is an assessment company 
under Negro management. It was or- 
ganized in 1924. Robert Holloman is 
president and John Holloman, the 
founder, is chairman of the board. P. 
M. Gant is vice-president. It wrote 
industrial, life, health and accident. Its 

















AMONG COMPANY MEN 





Promotions by Penn Mutual 





Number of Men Are Given Recognition 
by the Company for Their 
Service 





G. A. Hardwick has been elected vice- 
president and controller of the Penn 
Mutual Life. He was made controller 
in February, 1931. He is a graduate 
of the University of Pennsylvania and 
was formerly an official of the Tubize 
Art Silk Company. 

Donaldson Cressell has been made 
associate counsel. He is a Princeton 
graduate of 1924 and from the Uni- 
versity of Pennsylvania law school in 
1927. He joined the legal department 
of the Penn Mutual in January, 1928. 

Herbert Adam, who has been asso- 
ciate counsel, has been transferred to 
the underwriting department, with the 
title of assistant vice-president and su- 
pervisor of claims. J. M. Conover, who 
has been assistant to the vice-presidents, 
now has the title of assistant to vice- 
president and comptroller. Other ap- 
pointments were: F. T. Starr, assistant 
treasurer, and W. F. Haldeman, as- 
sistant counsel. 

W. D. Fuller, vice-president and sec- 
retary of the Curtis Publishing Com- 
pany of Philadelphia, has been elected a 
trustee of the Penn Mutual Life suc- 
ceeding the late J. E. Durham. Mr. 
Fuller is a director of the Periodical 
Publishers Institute, the First National 
Bank of Philadelphia, and J. S. Clement 
Company of Philadelphia. 








statement a year ago showed assets 
$50,661 and liabilities $45,109. Its sur- 
plus was $5,552. It had in force $1,- 
563,832. 


Bankers Mutual’s Assets Gain 


The Bankers Mutual Life of Illinois 
reports an increase of 43 percent in as- 
sets during the four depression years 
and an increase of 33 percent in the 
ratio of assets over liabilities. 





T. M. Simmons, director of United 
States agencies of the Pan American 
Life, has been elected director of the 
National Bank of Commerce of New 
Orleans. 
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General American Promotions 





Chadeayne Named Secretary, Gatzert, 
Assistant Secretary and Decker, 
Texas Field Supervisor 


H. F. Chadeayne, supervisor of its city 
real estate division, has been promoted 
to secretary by the General American 





H. F. CHADEAYNE 


Life. Mr. Cha'teayne is a graduate of 
Cornell University, with a degree in 
civil engineering. He was a second lieu- 
tenant in the war and was later em- 
ployed by Thomas A. Edison and the 
Western Electric Company. He became 
connected with the Missouri State Life 
in 1926 as manager of the administra- 
tion department. He remained with the 
company until its assets were purchased 
by the General American Life and was 
retained by the new company. Mr. Cha- 
deayne was at one time chairman of the 
Office Management Section of the Amer- 
ican Life Convention. 

Anthony Gatzert, who has been as- 
sistant manager of the underwriting de- 
partment, has been elected assistant sec- 
retary. Mr. Gatzert, who has been con- 
nected with the insurance field since 
1911 in various agency connections, will 
continue his work in the agency depart- 
ment of General American Life. He 
was with the International Life from 
1911 until 1928, when it was taken over 
by the old Missouri State Life. He re- 
mained with the organization again when 
the latter was purchased by General 
American Life. 

M. S. Decker has been promoted to 
field supervisor for Texas in the life de- 
partment. Mr. Decker is a graduate of 
Drury College and was with the old Mis- 
souri State Life since 1929. He was 
traveling auditor for the last two years 
and has been stationed in Texas in the 
past. 





Life 


Former Vice President of Atlantic Life 
B A iate Actuary of 
Indianapolis Company 


Morris Joins State 











W. M. Morris, formerly vice-presi- 
dent of the Atlantic Life, has been 
elected associate actuary of the State 
Life. A. A. Zinn, manager of the mort- 
gage loan department, was elected a di- 
rector. Mr. Morris was born at Edin- 
burgh, Scotland, Jan. 30, 1890, receiv- 
ing his education at George Watson 
College there. Following the war he 
was made actuary of the Montreal Life 
and after two years came to the United 
States, joining the Guardian Life. He 





was appointed associate actuary of that 
company. He then became vice-presi- 
dent of the Atlantic Life. ; 

Mr. Zinn has had 28 years of active 
experience in the mortgage loan busi- 
ness, having started in 1905 as examiner 
and field agent in Oklahoma for a mort- 
gage company and later becoming state 
manager. On Jan. 1, 1917, he went to 
Kansas City as vice-president of ~n in- 
vestment company. He became vice- 
president in charge of the mortgage loan 
department of the Commerce Trust 
Company of Kansas City and went with 
the State Life, April 1, 1932. 





Provident Life & Accident 
Promotions Are Announced 


ns 


W. Ray Webb, agency supervisor in 
the group department of the Provident 
Life & Accident, has been made secre- 
tary of the department. He will com- 
plete ten years of service in that depart- 
ment Jan. 31, having joined it imme- 
diately after leaving Georgia Tech. M. 
C. Nichols, who has been special field 
representative for both the group. and 
railroad departments, has been appointed 
assistant to Vice-President J. W. Kirk. 
sey of the group department. He joined 
the company in 1930 and thas had wide 
experience in the field. 





Relyea with Ontario Equitable 


M. J. Smith, general manager of the 
Ontario Equitable Life & Accident oi 
Waterloo, Can., announces the appoint- 
ment of F. B. Relyea as actuary. He 
succeeds G. W. Geddes, who became 
general manager of the Northern Life 
of Canada. Mr. Relyea is an honor 
graduate in mathematics and physics of 
the University of Toronto. He started 
his actuarial career with the Manufac- 
turers Life of Toronto. In 1925 he be- 
came assistant actuary of the Bankers 
Life of Des Moines. 





Garretson Is Promoted 


H. J. Garretson has been appointed 
assistant manager of agencies by the Fi- 
delity Mutual Life. He has been super- 
visor of agencies in the mid-west with 
headquarters at Chicago. Mr. Garret- 
son entered the business in Des Moines 
in 1923 as an agent of the John Han- 
cock and was later made Iowa agency 
supervisor. He then went to Boston 
with the John Hancock, joining the 
sales instruction staff at the home of- 
fice. In 1928 he was named west coast 
supervisor of general agencies with 
headquarters in San Francisco, and 
served as general agent there and at 
Seattle during several reorganizations. 
He joined the Fidelity Mutual Life as 
supervisor of agencies on the west coast 
with San Francisco headquarters and 
was later transferred to Chicago. Mr. 
Garretson graduated from the Univer- 
sity of Iowa and spent some years as 4 
football coach. 





Fitting Agency the Leader 


The W. G. Fitting agency of the 
Equitable Life of New York led all New 
York City agencies of the company for 
the year in paid-for volume, premium 
volume, number of lives, production 
from new organization, and club mem- 
bers. The agency paid for about $8, 
000,000 with a premium volume of ap- 
proximately $275,000. There is un- 
doubtedly a cloee connection between 
this unusual record and the fact that i 
October the home office field school 
conducted at the agency made the best 
record ever made in any field school. 


Excelsior Life Promotions 


The Excelsior Life of Canada has aP- 
pointed R. T. Boyes, educational super 
visor for the past two years, western 
Ontario supervisor. H. R. Fisher, for 
merly agency statistician, becomes 
agency secretary. 
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eid Up Royal Union Men 





Lincoln National Life Announces Ap- 
pointment of Several General Agents 
of Iowa Company 





Final agency arrangements with for- 
mer general agents and field men of the 
Royal Union Life of Des Moines have 
been announced by A. L. Dern, vice- 
president of the Lincoln National Life, 
which reinsured the Royal Union. A 
number of outstanding general agents 
as well as a large proportion of the field 
force of the Iowa company have joined 
the Lincoln National. 

Among the general agents contracted 
are R. W. Brooks, Philadelphia; J. W. 
A. Staudt, Canton, O., A. P. Osborn 
agency, Kansas City, Mo., Lange’s In- 
surance Agency, Dubuque, Ia., Karl J. 
Gaulding agency, Sioux City, Ia. and 
H. E. Elling agency, Minneapolis. 

Mr. Brooks, will take complete charge 
of the regular business of Lincoln Na- 
tional in Philadelphia. C. A. Wooster, 
formerly Philadelphia general agent, 
will have charge of a separate agency 
and handle brokerage business ex- 
clusively. Mr. Brooks’ average produc- 
tion is $750,000. 

Mr. Staudt will maintain a Lincoln 
National general agency at Canton and 
S. G. Duckworth will continue at Can- 
ton as an independent general agent. 

At Kansas City, Col. A. P. Osborn, 
assisted by E. G. Mercer, will operate 
the Lincoln National agency. The Os- 
born Agency will be merged with the 
present Lincoln National office. Agency 
quarters will remain in the same build- 
ing. 

Otto Lange will represent the Lincoln 
National in Dubuque. Associated with 
him will be his two sons, Harvey and 
Philo Lange. 

Mr. Gaulding will open Sioux City.as 
a Lincoln National general agent. He 
has been operating in that city with the 
Royal Union and companies merged 
with it since 1918. 

H. E. Elling of Minneapolis will be 
associated with W. W. Scott, Lincoln 
National general agent in that city, as 
district agent. 

Wilson & Wilson at Lincoln, Neb., 
will handle southwestern Nebraska as 
general agents. General Agent Dennis 
Radford, Jr., will have eastern Nebraska 
with headquarters at Omaha. 


New Cleveland Agency 


The Northwestern National Life is 
opening a new general agency in Cleve- 
land, to be known as the Cleveland 
Agency. Associated in the agency will 
be W. H. Smith, E. G. Lawlor and 
Vernon Kroehle, all whom have been 
in life insurance more than 10 years. 
Their personal production records have 
averaged consistently above $300,000 an- 
ually. Mr. Kroehle served as presi- 
dent of the Cleveland Life Underwriters’ 
Association in 1929. Mr. Smith was the 
first man in Cleveland to receive the 
C. L. U. degree, and is one of the few 
to complete the agency management ex- 
aminations given by the American Col- 
lege of Life Underwriters. They will 
have offices at 621 Hanna building. 








A. H. Ware, C. O. Floyd 


A. Hughes Ware has been appointed 
general agent of the life department of 
the Provident Life & Accident in Rich- 
mond, Va., with office at 212 Grace- 
American building. C. O. Floyd, for- 
merly with the Provident railroad de- 
partment, becomes supervisor of the life 
€partment for North Carolina. 


Lewis City Manager 


Pearl A. Lewis, general agent of pe 
Columbia Life at Springfield, O., has 
been made city manager at Springfield. 











Extending Its Organization 





Supervisor M. E. O’Brien of American 
Life Is Appointing New General 
Agents in Michigan 





M. E. O’Brien, Michigan supervisor 
for the American Life of Detroit, has 
set a goal of $500,000 production in 
January for the state. He scored $200,- 
000 on Monday of this week. The com- 
pany has opened a new office in Grand 
Rapids in charge of E. J. Blaza. He 
has been general agent of the Abraham 
Lincoln Life. An office has been opened 
in Flint by Supervisor O’Brien in 
charge of B. A. Whipple. He has been 
out of the business for some years but 
is now returning to work. S. S. Evans 
has been appointed manager at Kala- 
mazoo, he having charge of three coun- 
ties. He conducted a successful agency 
for the Michigan Mutual Life before 
that company was reinsured in the Na- 
tional Life, U. S. A., and then took on 
that company. 





Paul Stewart 

Paul Stewart, who has become Minne- 
sota manager of the Business Men’s As- 
surance, was reared in Monmouth, IIl. 
He became a bank clerk at Laurel, Neb., 
and then resigned as vice-president of 
the State Bank of Laurel to enter insur- 
ance as an agent of the Travelers. He 
was promoted to assistant manager in 
Omaha and later at St. Louis. He be- 
came manager at Cedar Rapids. Later 
he served as assistant general agent of 
the Massachusetts Mutual Life at De- 
troit under Manager John W. Yates. 
For three years he has been general 
agent in Minneapolis for the National 
Life of Vermont. 


O. T. Wilson 


The Buffalo Mutual Life has opened a 
Buffalo agency in the Liberty Bank 
building under the direction of District 
Manager O. T. Wilson. 








Charles F. Joyce Company 


The Columbian National Life has ap- 
pointed Charles F. Joyce Company gen- 
eral agents for Buffalo and western New 
York. E. A. Kratzer will be manager 
of the life department with offices at 126 
Pearl street. 





Minnesota Mutual Life 


The Minnesota Mutual Life an- 
nounces the following appointments: H. 
G. Clark, general agent Fresno, Cal.; 
G. D. Frye, district agent Des Moines; 
J. E. Lynn, general agent Kansas City, 





Kan.; J. R. Parker, general agent, Nor- 
folk, Va.; C. E. Wilson, general agent 
Lynchburg, Va.; W. I. Boswell, gen- 
eral agent Petersburg, Va., and W. R. 
Cole, general agent Jackson, Tenn. 





R. F. Young, Jr., Steve Noble 


R. F. Young, Jr., formerly with the 
Connecticut Mutual Life in Dallas, has 
been transferred to Fort Worth, Tex., 
as agency manager. He succeeds Steve 
Noble who resigned to devote his time 
to personal production. 





H. L. Moyer 


H. L. Moyer, formerly district agent 
of the Lincoln National Life at Atlantic 
City, has been made general agent. The 
Moyer Agency with headquarters in At- 
lantic City will remain the same. 





Life Agency Notes 








S. R. Hansen has been appointed field 
supervisor in the home office agency of 
the Modern Life, St. Paul. Mr. Hansen 
formerly was with the Travelers and 
the American Life & Casualty. 

The Standard Life of Mississippi 
has appointed D. L. Simmons district 
agent at Greenville, Miss., in charge of 
Washington, Sharkey and _  Issaquena 
counties, with headquarters in the Para- 
mount building. 

G. A. Helland, San Antonio, Tex., gen- 
eral agent Connecticut Mutual, has 
opened a district office at Austin, Tex., 
in the Scarborough building, in charge 
of Richard Cornor, formerly with the 
Equitable Life and Union Central, and 
W. M. Burt. 

M. R. Miller has been appointed dis- 
trict manager at Santa Barbara, Cal., by 
the General American Life. Mr. Miller 
was formerly with the Missouri State 
Life. W. W. Widenham, formerly with 
the Missouri State Life, has become as- 
sociated with the new general agency 
of the General American Life, under 
W. D. Erwin, general agent for southern 
California. 

H. M. Plummer has been appointed 
Sioux City, Ia., district manager of the 
Ohio National Life, with offices at 602 
E. & W. building, succeeding E. L. 
Voorhees. Mr. Plummer has been con- 
nected with the Sioux City office for sev- 
eral months. Previously he had been 
with the Sioux City office of the Central 
Life of Iowa, while his brother-in-law, 
the late C. A. Smith, was general agent 
and manager. 


Hill Speaks to Becker Agencies 


The R. O. Becker general agency of 
the Northwestern Mutual Life in Peoria 
held its annual sales meeting with Grant 
L. Hill, director of agencies, as the prin- 
cipal speaker. He offered constructive 
thoughts for spring sales and encouraged 
the agents to make the 1934 a peak year. 
R. P. Thierbach, assistant superinten- 
dent of agencies, also spoke. 








LIFE COMPANY 


CONVENTIONS 





Equitable Managers Confer 





President H. S. Nollen Presents Finan- 
cial Statement at Annual Meeting 


in Des Moines 





DES MOINES, Jan. 18.—Presenta- 
tion of the financial statement of the 
Equitable Life of Iowa by President H. 
S. Nollen featured the first day’s ses- 
sion of the annual meeting of general 
agents of the company here this week. 
Plans for 1934 were outlined by H. E. 
Aldrich, vice-president. R. G. Hunter, 
vice-president and actuary, discussed 
annuities. John Cowles, associate pub- 


lisher of the Des Moines “Register & 
Tribune,” spoke at the banquet. Other 
convention speakers were R. E. Fuller, 
assistant superintendent of agents on 
“Recruiting New Men”; E. E. Smith, 
agency secretary on “Rejuvenating Old 





Agents”; E. E. Cooper, field super- 
visor, “Training New Men”; E. W. 
Clark, state insurance commissioner, on 
“Pages from the Book of Experience.” 
President Nollen presided. 


Atlantic Life Conference 


RICHMOND, Jan. 18—The impor- 
tance of adopting a definite program for 
1934 and sticking to it was stressed by 
speakers at the annual rally of general 
agents of the Atlantic Life at the home 
office here. Among the speakers were 
A. O. Swink, president; W. H. Harri- 
son, vice-president and superintendent 
of agencies; J. W. Sinton, Jr., secretary 
and actuary, and Dr. Righter, 
medical director. Better conditions in 
all parts of the territory, especially in 
the south, were reported. The number 
of applications in December increased 
35 percent. Volume of business so far 
in January is considerably ahead of last 
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year. Plans for the current year were 
outlined at the meeting. 


Great West Meeting 


DETROIT, Jan. 18.—Eighty Michi- 
gan agents of the Great West Life at- 
tended a sales congress in Detroit 
under the direction of H. A. H. Baker, 
manager of the home office branch in 
Winnipeg, assisted by G. C. Cumming, 
director of field service. Agents’ work- 
ing plans, time contro!, prospecting, or- 
ganizing for’ success, answering objec- 
tions and closing were discussed. A. 
P. Johnson, Detroit branch manager, 
will conduct a series of similar two- 
day congresses in Windsor, Hamilton, 
London and Toronto, Ont., during the 
next two weeks, assisted by Mr. Cum- 
ming. 








Pacific National Conference 


With representatives from eight 
states in attendance, the agency con- 
vention of the Pacific National Life of 
Salt Lake City was featured by out- 
standing addresses. 

President C. R. Marcusen welcomed 
the agents and made a report on agency 
progress in 1933 and outlined pians for 
1934. Mr. Marcusen also acted as 
toastmaster at the banquet and awarded 
the president’s cup to the Othello Hick- 
man agency of Logan, Utah. Among 
the special guests were Governor Blood 
of Utah, Commissioner Smith, George 
Keyser, Salt Lake commissioner, and 
J. J. Kelley, treasurer of the chamber 
of commerce. 

Among those who addressed the 
business sessions were R. H. Peterson, 
office manager; Nephi L. Morris, sec- 
retary; Dr. G. W. Middleton, medical 
director; Miss Claire Birrell, in charge 
of the underwriting department; R. W. 
Evans, Montana state agent; E. H. 
Gamette, agency auditor. 


Plan Northwestern Conferences 


MILWAUKEE, Jan. 18—The Gen- 
eral Agents Association of Northwest- 
ern Mutual Life has decided to hold 
three zone conferences this year, resum- 
ing a practice of many years standing 
but which was changed in 1933 to one 
general meeting which was held in Chi- 
cago. The program committee on the 
1934 zone conferences of the general 





agents’ association will meet in Mil- 
waukee on Jan. 20-21. Franklin Mann, 
Omaha, Neb., is chairman of the pro- 
gram committee, which also includes C. 
L. McMillen, New York, and E. E. 
Cantrall, Springfield, Ill. 
National Fidelity Meeting 

KANSAS CITY, MO., Jan. 18.— 
About 75 out-of-town agents attended 
the annual convention of the National 
Fidelity Life here. President R. H. 
Rice, Sr., opened the convention and 
presided over most of the sessions. 
Jack Lawrence, Kansas City general 
agent for the Berkshire Life, talked on 
“T’ll Have to Pay the Price,’ while 
Walter Cluff, educational director of the 
Kansas City Life, gave the welcoming 
address. The keynote of the conven- 
tion was confidence. 


Godwin Heads Minnesota Group 


J. W. Godwin, Minneapolis, was 
elected president of the Minnesota As- 
sociation of Northwestern Mutual Agents 
at the annual meeting in St. Paul. E. A. 
Osher, St. Paul, was elected vice-presi- 
dent; Howard Hoene, Duluth, secretary, 
and A. L. Lippert, Mankato, treasurer. 

Speakers included Edmund Fitzgerald, 
vice-president, from the home office; 
Grant L. Hill, director of agencies; T. 
W. Fahey, general agent in St. Paul; 
Ralph Hamburger, general agent in Min- 
neapolis; A. F. Breher and F. R. Olson. 


Provident Mutual Meeting 


The general agents of the Provident 
Mutual Life will hold their annual con- 
ference at Atlantic City Feb. 6-8. Paul 
Loder, general agent at Philadelphia, is 
president of the organization. The topic 
Pag meeting is “Make 1934 Prof- 
itable.” 





Connecticut Mutual Meeting 


The annual conference of the Con- 
necticut Mutual Life General Agents 
will be held at Hollywood Beach, Fila., 
the week of Jan. 29. 





Convention Notes 
The Reliance Life will hold its annual 
convention at Biloxi, Miss., Feb. 5-8. 


A regional meeting of mid-west Pru- 
dential managers and assistants will be 





held in Chicago Jan. 22 








GENERAL AGENCY NEWS 





Cincinnati Agency’s Meeting 





Ordinary Office of the Prudential Cele- 
brates Year’s Work—Notables 
at Conference 





The Cincinnati ordinary office of the 
Prudential had an annual conference last 
week with Manager H. C. Cross in 
charge. The speakers included R. E. 
Wilkins from the home office, assistant 
supervisor of agencies; A. R. Jaqua, as- 
sociate editor “Diamond Life Bulletins,” 
and R. E. Morgan, supervisor for the 
Ohio National Life. 

The production last year was in the 
neighborhood of $4,000,000, which 
showed a 10 percent increase, which 
places the agency in the first eight of 
the Prudential’s ordinary offices. - 

Mr. Wilkins discussed recruiting and 
training men. Henderson, assist- 
ant at Columbus, and C. E. Smith, as- 
sistant at Dayton, attended the meeting. 
Mr. Wilkins stated that the Prudential 
would have a series of special drives, 
one for each month this year. The first 
will start Jan. 22 and will feature the 
modified 3-20 contract for family income. 

Mr. Jaqua said there are only two 
real qualifications for a prospect. The 
first is: “Has he surplus money?” and 
the second is, “Is he accessible under 
favorable circumstances?’ He demon- 
strated two methods of using the end- 
less chain and finally the “Plan-O- 
Graph” system of prospecting developed 








by the “Diamond Life Bulletins” used 
to discover the needs of prospects. 
Manager Cross is a large personal 
producer as well as a successful man- 
ager. His agency has shown a good 
record due to thorough initial training, 
coaching in the field and continual of- 
fice planning of calls. An age change 
cot system is being set up in the of- 
ce. 





Increase for Tyson Agency 


RICHMOND, VA., Jan. 18—The 
Richmond agency of the Massachusetts 
Mutual Life increased its paid business 
6.5 per cent in 1933, it was announced 
at the agency’s annual meeting. Fay- 
burn Benton, superintendent of agen«'cs, 
and J. M. Blake, manager field service 
department from the home office spoke. 

. W. Tyson, general agent, was in 
charge. 


Head Pays Pittsburgh Visit 


R. R. Dodson, general agent for the 
General American Life in Pittsburgh, 
held a luncheon and agency meeting in 
honor of President Walter W. Head. 
Mr. Head said since Nov. 1 he had 
traveled through 16 states, visiting a 
number of the larger cities, and found 
business conditions improving every- 
where. He said the General American 
had paid $3,500,000 in policy claims 
from Sept. 7 to Jan. 1. The company 
is now licensed in 19 states, the Dis- 
trict of Columbia and Hawaii. Mr. 














NEwS ABOUT 


LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy Literature, Rate ks, etc. 


Supplementing the “Unique Manual- 


Digest” and ‘‘Little Gem,”’ Published Annually in May and March respectively. 


PRICE, $5.00 and $2.00 respectively. 





Has Complete Annuity Line 


Pilot Life Issues New Rate Book Em- 
bodying Many Changes in Rates 
and Contracts 








A complete line of annuities features 
the 1934 rate book issued by the Pilot 
Life of Greensboro, N. C. Annuity rates 
shown are single premium immediate, 
nonparticipating life and refund, single 
premium deferred, participating life and 
refund, annual premium deferred, par- 
ticipating life and refund. The annual 
premium annuity is sold in units of $100 
annual premium, with income starting 
at any time from attained ages 50 to 
70. Under the refund annuity, income 
is guaranteed until cash value at the 
time the income begins is returned. 
Cash values start at end of second year. 

Participating regular rates are un- 
changed except on life income plans. 
Nonparticipating regular rates have 
been reduced at younger ages and in- 
creased at older ages, the increase 
usually beginning about age 34, the 
maximum increase being at about age 
50. 
The Pilot “Fulfilment,” semi-endow- 
ment at 68, endowment 25 and final ex- 
pense plans have been eliminated from 
the rate book, as have monthly income 
rates. Life income at 55 male, and life 
income at 65, female, have been added. 

Income under the life income plans 
has been changed from a 4% percent 
guaranteed interest basis. This in- 
creased the rates and commuted values. 
The life income at 60 has been liberal- 
ized so that income may be entered 
upon any time from attained ages 50 
to 70. 

Cash values have been reduced for the 
first 14 years. The maximum reduc- 
tion is $24.50 per $1,000. 





Single Premium Life and 
Accident Contract Issued 





The Texas Income Insurance of Dal- 
las is issuing a “ ‘one’ or ‘lone’” single 
premium life and accident indemnity 
policy which was originated and copy- 
righted by F. W. Webb. Mr. Webb 
secured approval of the form by the 
Texas department and departments of 
several other states, and is working 
with the Texas Income in putting the 
policy on the market. This can be writ- 
ten by any accident or life company 
having authority to write health and ac- 
cident. 

Its great appeal is one premium pay- 
ment and the fact it is non-cancellable. 


.The policyholder cannot jeopardize his 


insurance by borrowing on it, cannot 
sell it back to the company, cannot 
transfer it, cannot forfeit it by failure 
to pay premium nor have it taken away 
from him. The single premium is $60, 
payable in monthly instalments, $10 the 
first month, $5 a month for the next 
nine months and $2.50 a month for the 
next two months. The policy pays 
$2,000 for accidental death with graded 
benefits for loss of members. 

Mr. Webb in former years was con- 








Dodson was recently appointed general 
agent in Pittsburgh. He formerly 
worked out of the home office. 





Davis at Baltimore 
Frank H. Davis, vice-president of the 
Penn Mutual Life, was the guest of 
honor at the annual luncheon of the 
Baltimore agency. He ‘spoke on 
“Agency Management.” 





nected with the Reserve Loan Life and 
the Lafayette Life. Two other com- 
panies in other states are using the new 
form. 


California-Western States 
Issues Revised Rate Book 


The California-Western States Life 
has revised its rate book. Changes have 
been made at certain ages in the fol- 
lowing forms, select ordinary life, select 
20 payment life, 20 year endowment, 
juvenile 20 year endowment, and 5-year 
convertible term. 

Rates have also been revised at all 
ages for single premium straight life 
and single premium cash refund an- 
nuities. 

The new rates follow: 

Premium per $1,000 








Select Select 5 Yr, 
Ord 20Pay 20Yr. Com, 
ge Lif Life Endow. Term 
| ROE $15.10 $22.53 $41.11 $ 7.92 
BO re oosws 17.29 24.71 41.45 8.32 
RS 19.91 27.40 42.06 8.98 
OY Sei 026-86 23.76 31.45 43.38 10.41 
| eee 29.35 36.66 46.23 12.78 
Diets oss ierste 36.77 43.27 50.30 Li 
aoe 46.67 51.85 56.87 24.72 
Os: i's56-0'0-e 59.94 63.29 67.50 setae 
Juvenile 20 Year Endowment 
ge Prem. Age Prem. Age Prem. 
0... .$42.39 5... .$40.80 10 $40.45 
Lie Mas Os. 40.58 11 40.48 
2 . 41.80 z 40.46 12 40.52 
3 . 41.50 8 40.41 13 40.56 
4 » £h.36 9 40.42 14 40.61 
Annuities per $100 Annually 

Age Life Refund Ag Life Refund © 
20....$2,024 $2,097 55....$1,208 $1,403 
20 vs0 Gpeee 2,028 60. 1,058 = 1,271 
SO ...0s 2,008 1,950 65 907 1,135 
BO. sc Spee 1,856 70 760 997 
40...0 £040 1,067 16 620 870 
OG... «60: Ege 1,648 80.... 509 752 
50... 1,000 660 66.... 407 641 





Philadelphia Life 

The Philadelphia Life dividend sched- 
ule effective Feb. 1 is based on the samé 
action as that taken last year. This 
means that policyholders will receive the 
same cash dividend that they received 
in 1932 and 1933. Interest on funds left 
with the company will be at the rate 
of 4 percent. 
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Madden Is Elected Head 
of Davenport, Ia., Group 





K. E. Madden, Penn Mutual Life 
general agent, was elected president 0 
the Davenport (Ia.) General Agents 
Managers Association. Carl LeBuhn, 
Massachusetts Mutual, was elected vice 
president and Maj. W. S. Fuller, Pru 
dential, reelected secretary. Directors 
are: A. W. Sanford, Prudential; P. © 
Otto, Connecticut Mutual, and H. C. 
Hall, Equitable Life of Iowa. 





Discuss Rural Developments 


Col. W. E. Talbot, vice-president and 
agency manager Southland Life, a 
dressed the Dallas Life Insurance Mat 
agers Club on “Developing Agents in 
Rural Territory.” Colonel Talbot bas 
his discussion on a five-year survey 
the subject. 


Brown Is San Antonio Presidest 


SAN ANTONIO, TEX., Jan. “ 
The San Antonio Managers & Gene 
Agents Club at its January meetiié 
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elected: Matthew Brown, general agent 
General American Life, president; B. A. 
Weidermann, manager Union Central 
Life, vice-president; and G. A. Helland. 
general agent Connecticut Mutual Life, 
secretary-treasurer. 


Roberts Nominated at Los Angeles 


LOS ANGELES, Jan. 18—The Life 
Managers Club of Los Angeles nomi- 





nated Roy Ray Roberts, southern Cali- 
fornia general agent for the State Mu- 
tual Life of Massachusetts, president 
at its last meeting. Other nominees 
are: Dewar, agency manager 
Equitable Life of New York, vice- 
president, and Joseph Charleville, in- 
cumbent, secretary-treasurer. The meet- 
ing was devoted chiefly to discussion of 





a revised constitution and by-laws. 











NEWS OF LIFE 


ASSOCIATIONS 





Action Taken on Part-Timers 





Baltimore Association to Drop Members 
Whose Companies Employ Any But 
Full Time Agents 





BALTIMORE, Jan. 18.—The Balti- 
more Life Underwriters Association at 
its January meeting voted to drop mem- 
bers whose companies employ part- 
time insurance salesmen after July. 

The association took the action after 
a survey of 53 agencies, 48 of which an- 
swered a questionnaire. Only two 
agencies refused to answer the ques- 
tionnaire. Three did not reply in time 
for their reports to be listed. 

The association describes part-timers 
as “men who make their principal liv- 
ing at some business or profession other 
than life insurance and nibble at their 
associates, friends and relatives for in- 
surance.” 

C. P. Dawson, New York, production 
manager W. H. Beers Agency of the 
New England Mutual Life, spoke on 
“The Process of the Sale,” and con- 
gratulated the organization on its ac- 
tion. 

kk Ox 


Miss Wigley on Tour 


Miss Mary Sue Wigley, representative 
of the department of the American fami- 
ly of the National Association of Life 
Underwriters, spoke under auspices of 
the Illinois state association to the Mon- 
day Club, Morris, Ill.; Woman’s Club, 
Sandwich, Ill.; Irving Mothers’ Study 
Club, Maywood, IIl., and DeWitt Clin- 
ton P. T. A., Chicago, on the “Economic 
Problems of the Family.” 

* * * 

Des Moines—To sell insurance suc- 
cessfully the salesman must employ vis- 
ual as well as auditory sales methods. 
Diagraming a proposal will get results 
on the theory that 87 percent of all any 
normal mortal knows comes to him 
through the eye and only 11 percent 
through the ear, Hugh Bell of Seattle, 
Washington agency manager Equitable 
Life of Iowa, declared. Personal quali- 
ties, time and effort control, prospects 
and sales talk all play their part in sell- 
ing insurance, Mr. Bell said. 

: The federal government was asked to 
‘avoid dangerous inflationary measures” 
and to “adopt a monetary standard that 
will have a stabilized purchasing power,” 
ina resolution. H. S. Nollen, president 
Equitable Life of Iowa, spoke. He said 
companies have been deluged with in- 
quiries from policyholders asking what 
the effect of currency inflation would be 
on their contracts of insurance. Paul 
Mantz, assistant secretary Lincoln Na- 
cena Life, in charge of the Royal Union 

Tanch, will be the February speaker. 

A sales congress will be held March 23. 
* * x 
Rh rong: Ore.—Additions have been 
Lif e to the program of the All-States 
> e Insurance Sales Congress which will 
€ held in Portland Feb. 6. E. C. Sam- 
2. vice-president Iron Fireman Man- 
be Ngee Company, will talk on “If you 
~ ot work you don’t eat.” F. W. Paris, 
— Life of Vermont, will talk on 
: icking Out the Live Ones,” and “Life 
nsurance Selling, a Vocation, a Busi- 


3-DAY COURSE 


mabe Dynamic Short Course,” puts a new man into pro 
Cuction at end of three days. Price $3.00 cash with order: fullre 


f 
and if complete plans are followed and you are not satisfied. 


Insurance R & R Service 


Indianapolis, Indiana 





ness and an Opportunity,” will be re- 

viewed by S. P. Lockwood, Connecticut 

Mutual. Roger B. Hull, managing direc- 

tor National association, will speak on 

“Industrial Recovery in Life Insurance.” 
*x* * * 

Long Beach, Cal.—P. B. Putnam, Trav- 
elers, was elected president at the an- 
nual meeting; M. J. Long, Kansas City 
Life, secretary-treasurer; R. L. Bostwick, 
John Hancock, vice-president; Chas. 
Wright, Milo Phelps, C. W. Hudson, C. L. 
Forman, Al Branch and R. L. Walker, 
executive committeemen. 

* * x 

Terre Haute, Ind.—J. H. Black, Jr., 
Connecticut Mutual, was elected presi- 
dent at the annual meeting. Other offi- 
cers are Rex lLambird, Prudential, 
vice-president, and C. C. McIntosh, New 
York Life, secretary-treasurer. 

* * x 

Toronto—Prof. W. B. Bailey, economist 
of the Travelers, spoke on “Selling In- 
surance in a Changing Economic Order.” 
Dr. C. J. Rockwell, well known educator, 
will be the chief speaker at a one-day 
sales congress Feb. 15. He will give 
four addresses on selling the young man, 
women’s insurance, annuities and pen- 
sion bonds and the A.B.C. of the state 
analysis. 

* * * 

Peoria, I1l.—Paul Speicher of the In- 
surance Research & Review Service, In- 
dianapolis, will speak Jan. 19 on “‘Today’s 
Economics and Life Insurance.” Presi- 
dent W. M. Lateer will preside and J. W. 
Ross, vice-president, will be in charge 
of the entertainment. 

* * * 

Council Bluffs, Ia.—C. T. Brown, Equi- 
table Life of Iowa, has been elected 
president; Ben Seldin, Massachusetts Mu- 
tual, vice-president; Mrs. J. Siedentopf, 
New York Life, secretary; Orville Ward, 
treasurer. 

*x * x 

Cleveland—The spring sales congress 

will be held March 17. 
* * * 

Madison, Wis.—K. W. Jacobs, Wiscon- 
sin state agent Connecticut Mutual Life, 
spoke on national recovery from the de- 
pression. 

*x* * * 

Jackson, Mich.—At the annual meeting 
Sam Goldfarb was elected president, suc- 
ceeding P. J. Crandall, who had held the 
office for three years. Other new officers 
are: Vice-president, G. V. Gregory; sec- 
retary-treasurer, A. P. Cook; national 
executive committeeman, C. J. Sparks; 
directors, E. J. Engle, C. R. Nichols, C. R. 
Gray. 

* * * 

Indianapolis—M. L. Woodward, Detroit 
general agent Northwestern Mutual Life, 
is speaking this week, on “Things We 
Should Be Doing Today.” 

* * * 

Vancouver, B. C.—At the annual meet- 
ing Russell Reid, Mutual Life of Canada, 
was chosen president; J. A. McLuckie, 
Dominion Life, first vice-president; L. T. 
Tweel, Canada Life, second vice-presi- 
dent; G. H. Phillips, Sun Life, secretary; 
J. G. Braim, Great West Life, treasurer, 
and J. T. McCay, Dominion Life, congress 
chairman, J. J. Kenny is past president. 

*x* * x 

Baton Rouge, La—A resolution was 
adopted commending President Roose- 
velt for “resisting pressure in favor of 
unsound monetary policies and as favor- 
ing the continuation of a sound cur- 


* * * 

Boston—L. B. Crandall, outstanding 
producer of the New England Mutual 
Life, spoke on “New Prospecting—Two 
Sales to a Call.” 

*x* * x 
Lincoln, Neb.—The first meeting for 
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Excellent 
Opportunity 





“A New Deal in Life Insurance” 


A Dollar’s Worth for a Dollar 


Mutual Legal Reserve. Participating, non-par rates; 
estimated average annual cost Ordinary Life, age 35 
$15.38 per thousand; Twenty-Pay Life paid up for 
$1,549 plus dividends per thousand in 20 years; Endow- 
ment pays $1,961.54 plus dividends per thousand if 
policy becomes a claim year it matures. Cash accumu- 
lation available any time without note, interest or deduc- 
tion from face of policy; juvenile with all fine features 
of adult policies. Unlimited opportunities for agencies 
in Illinois, Michigan, Indiana, Missouri. 


NTERSTATE RESERVE 
LIFE INSURANCE 
COMPANY 


Mutual Legal Reserve Life Insurance 
Ten East Pearson Street CHICAGO Phone Superior 1714 











WOODMEN of the WORLD 
LIFE INSURANCE ASSOCIATION 


OMAHA, NEBRASKA Statement—July |, 1933 DE E. BRADSHAW, Pres. 


ASSETS 

Government, County and Municipal Bonds (Book Value)... .$103,205,035.33 
EGGS Oth | CAGtCAtGG ss, cccasaniccuvecaceoscocsdedasebadcceccs: “nae 
EOGe Oth TARE AGG CINE BAOUD enc ccccsceccccsccccsacececes 
WOON RNG ic hacndadoacdandcagaduchdcnsecksscdanskeedbevediede 
Cash-in - Depossiowies diad OiicO ics 2c ccceccecccccccceccee ..--  2,023,259.66 
Assessments and Installments in Hands of Financial Secre- 


WONMNGE hac bce dccudeddccwanseauucesgsnnadhesanbesenseeuades 611,225.40 
Interest Due and Accrued (Estimated)..........seeseeeeee++  2,218,832.90 
CMMONPRONEER a6 ccd asdcasadesckuscdasedcuaasdenaasccdases acne 506,098.47 

OE EAD Vac kacccsdquncidunaddunaeddaccaduneacececnaeaene 

LIABILITIES 


seececeececeee-$ 903,965.11 
250,000.00 
112,319.42 


Mortuary Claims in Process of Adjustment... 
ROMAINE WOON d 55 va da deka duaedsddss ded dwedddceccecssees 
Miscellaneous 
TERE eNO Ye boda eased Usd eu< Hadad acenkencnsees eeeee-$ 1,266,284.53 
Certificate, Contingent and Other Reserves.................. 112,621,327.70 
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the year will be held Jan. 20 and will be 








RAVELERS in lowa and Minnesota say— 

“Yes—if you want the best of everything 
at the most reasonable prices, stay at Black 
Hawk Hotels." Black Hawk Hotels are 
popular! 


Next Time you travel in lowa or Minnesota 
try Black Hawk Hotels for comfort, convenience and 
savings. Our low prices mean traveling economy for 
youl Minimum rates at our hotels range from $1.50 to 
$2.50 and we have PLENTY of minimum rate rooms 
to offer. Extra guest only $1.00. 


Y Hotel Savery 
Hotel Fort Des Moines 
Des Moines, lowa 









Hotel Blackhawk 
Davenport 





Hote! Saint Paul 


Hotel 
St.Paul, Minn. 


Davenport Hotel Hanford 
Davenport, lowa Mason City, lowa 
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“A “TruuraneeCompany.”"" for a Life 


ntion 
Legal Reserve, Fraternal. and Raseeement Business— 


Pensions 
226 North La Salle Street 
Phone Franklin 6559 


Author 


Chicago 








INDIANA 
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Consulting Actuary 
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INDIANAPOLIS, INDIANA 








MISSOURI 








ALEXANDER C. GOOD 
Consulting Actuary 
615 Trust Co. — Jefferson City, 


800 Security Building, Kansas City 








NEW YORK 


devoted to membership problems. A less 
rigorous rule that now bars certain types 
of agents from membership is being 
urged. 

*x* * * 

Southwest Texas—At the January 
meeting 30 stock objections were an- 
swered by C. W. Harper, Union Central 
Life; W. A. Page, Amicable Life, and 
G. V. Jackson, Lincoln National Life. 

*x* * * 

Montgomery, Ala.—The recent visit to 
Montgomery of a delegation of Birming- 
ham life underwriters urging an inten- 
sive membership campaign proved a 
stimulant as the last meeting was the 
largest and most enthusiastic the Mont- 
gomery association has ever held. Presi- 
dent Felix Shank, Penn Mutual Life, 
presided for the first time. H. M. Ger- 
shon, Penn Mutual Life, special agent 
at Atlanta, spoke on “The Business of 
Selling Life Insurance.” He said life 
insurance is best sold today on a basis 
of definite and specific needs. He em- 
phasized the importance of organized 
sales talks, and the use of organized 
methods. Mr. Gershon declared that life 
agents must have courage, enthusiasm; 
they must be determined and must at 
all times assume a militant attitude. 

Superintendent C, C. Greer spoke and 
predicted an improvement in 1934. At 
the February meeting a play entitled 
“Monkey Business” will be staged. 

* * x 

Saginaw, Mich.—Stress was laid on 
the small policyholder as a prospect for 
additional insurance by R. S. Schmidt, 
manager Detroit uptown branch Manu- 
facturers Life. Mr. Schmidt said his 
company built up its business originally 
by house-to-house canvass and later 
found its biggest policyholders from the 
ranks of the early purchasers of cover- 
age. 

* * * 

Lansing, Mich.—More attention should 
be given women as insurance prospects, 
John Romig, educational director Can- 
ada Life, pointed out. Forty percent of 
the personal wealth of the country is 
controlled by women and fully 50 per- 
cent of commodity sales are made to 
women purchasers. Importance of pros- 
pecting in general during the coming 
year was emphasized, Sales talks must 
be better organized than ever before, Mr. 
Romig said, if maximum production is 
to be achieved by the average under- 
writer. R. S. Sanderson, assistant edu- 
cational director Canada Life, also spoke 
briefly. 

* *k * 

St. Paul, Minn.—At the first 1934 meet- 
ing Ernest Brown, Equitable Life of 
New York, was installed as president. 
Earl Hide, Prudential, and Warren John- 
son, Mutual Life of New York, are vice- 
presidents; P. R. Bohen, Equitable Life 
of Iowa, secretary-treasurer. Directors 
are: G. A. Satem, Mutual of New York; 
Gordon Groff, Equitable of Iowa; Her- 
man Rampmeier, Travelers; C. J. O’Hara, 
Prudential, and Carl Kleifgen, Metropoli- 
tan Life. Dr. G. B. Van Arsdall, Equita- 
ble Life of New York, addressed the 
meeting. 

* * * 

Kansas City, Mo.—The annual sales 

congress will be held March 2. ' 
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Managers of the Southland Life met 
this week in Dallas under direction of 
President C. E, Linz and Vice-presi- 
dent C. E. Linz and Vice-president and 
Agency Director W. E. Talbot. The 
Southland Life is preparing for a very 
active year, this being its 25th anni- 
versary. 

Field directors include D. G. Lig- 
gett, Fort Worth; Orval Shore, Sweet- 
water; Dallas Whaley, Mercedes; Fred 
Wallace, Waco; A. S. Doerr, San An- 
tonio; Rex Nordyke, Oklahoma City; 
Harry Griffiths, Austin; Ira Brake, 
Dallas; Doug. Jarrell, Childress, and 
J. M. Baldwin, Lufkin. 

Speakers included Mr. Seay, Vice- 
president and Actuary Paul V. Mont- 
gomery, Vice-president and Agency 
Secretary P. N. Thevenet, Agency 
Secretary Tom Snow, Director of Pub- 
lic Relations Lorry Jacobs, Program 


Director Phil Aimer, Dallas Supervisor 
~~ Agents R, F. Short and Colonel Tal- 
ot. 











As SEEN FROM CHICAGO 





FUND COMMITTEE NAMED 


Chicago insurance men instead of a 
benefit ball Jan. 30 in honor of the 
President’s birthday and to raise funds 
for the Georgia Warm Springs Foun- 
dation, his pet project, will seek a 
$4,000 fund. Insurance Director Palmer 
this week was named honorary chair- 
man of the drive; George D. Webb of 
Conkling, Price Webb, general 
chairman; J. S. Glidden, manager Chi- 
cago Board, treasurer. 

The life committee is: E. B. Dud- 
ley, chairman; H. Bokum, R. L. 
Davis, I. M. Hamilton, Walt Tower 
and H. T. Wright; casualty and surety 
—C. H. Burras, chairman; H. A. Behr- 
ens, Wade Fetzer, Sr., James S. Kem- 
per, F. P. Lavin and W. O. Schilling. 

*x* kx * 


COMMITTEES ARE APPOINTED 


Standing committee chairmen of the 
Life Agency Supervisors Association of 
Chicago appointed by President S. A. 
Kent, Prudential, are: Program, I. B. 
Jacobs, Spaulding agency Mutual of 
New York; membership, E. E. Enoch, 
Haviland agency Connecticut General; 
publicity, A. L. Hiatt, Aetna Life. 

xk SR 
TESTIMONIAL TO BRUCHHOLZ 


While Frederick Bruchholz, agency 
director, was in Florida attending the 
New York Life’s agency directors con- 
ference, his men in the Clearing House 
branch in Chicago held a_ testimonial 
week drive in his honor, writing $405,- 
400 business. William Melnick of the 
branch led all agents of the New York 
Life in paid business in November. 


* Ok Ox 
GOVERNING COMMITTEE NAMED 


H. A. Behrens, president of the Con- 
tinental Casualty and Continental Assur- 
ance, who is chairman of the insurance 
committee of the Illinois chamber of 
commerce, has arranged for a small gov- 
erning committee composed of members 
of the large committee. This small com- 
mittee will be a working body that will 
develop suggestions for the committee. 

Kemper, president of the Lumber- 
men’s Mutual Casualty of Chicago, has 
been appointed chairman of the govern- 
ing committee. Other members are O. 
E. Aleshire, Chicago local agent, and 
national treasurer of the Modern Wood- 
men; R. W. Troxell of Springfield, na- 
tional councillor Illinois Association of 
Insurance Agents; Norris Bokum, Bo- 
kum & Dingle of Chicago, general agents 
Massachusetts Mutual Life, and J. C 
Harding, Chicago, western manager 
Springfield F. & M., and a director of 
the U. S. Chamber of Commerce. 


* * * 
ROBSON TRANSFERRED TO CHICAGO 


George Robson, assistant manager in 
the Springfield, Mass., branch of the 


-Connecticut General for the last three 


years, has been transferred to Chicago 
as office and brokerage manager for 
Manager F. H. Haviland. Mr. Robson 
was brokerage man for the Newark, N. 
J., office of the Travelers, then for three 
years was brokerage man in the New 
York office of the Connecticut General. 
He has been at the home office in Hart- 
ford undergoing training for six months. 


* OK OK 
DREW AGENCY’S RECORD 


The A. A. Drew agency of the Mutual 
Benefit in Chicago paid for $8,287,828 
of new business last year compared with 
$8,104,400 in 1932, the number of lives 
being 1,129 as against 1,041 the previous 
year. Bruce Parsons led the agency 
with $1,013,564, writing $410,000 in De- 
cember and leading the company for 
that month. He is one of nine “mil- 
lionaires” in the Mutual Benefit’s organi- 
zation. His production was all life busi- 
ness, there being no annuities in the 








total. The leader in number of lives in 
the agency was Dave Dawson who in 
December submitted 20 applications, 
paid for 22 lives and had only two de 
clined, his total lives for the year being 
7514. This is the third consecutive year 
he has led the agency in number of 
lives. He set an agency record for pol- 
icies paid for in December. P. W., 
Cook was second volume leader and 
Norman Andersen second in number of 
lives with 71%. 
* * 
HOBART & OATES ANNUAL DINNER 


The Hobart & Oates general 
agency of the Northwestern Mutual 
Life in Chicago held its annual agency 
dinner of this week with R. H. Hobart 
of the firm presiding. Annual awards 
were given to victorious agents. The 
guests were Vice-president Edmund 
Fitzgerald and Director of Agencies 
Grant C. Hill from the head office. Mr, 
Fitzgerald is one of the financial vice- 


presidents. 
* * * 


WALT TOWER ADDRESSES AGENCIES 

Walt Tower, managing director Chi- 
caog Association of Life Underwriters, 
addressed the F. J. Budinger agency of 
the Franklin Life and the E. E. Hen- 
derson general agency of the Pacific 
Mutual in Chicago on association af- 
fairs. 


Organization Work Is Called 
Key to Successful Results 





(CONTINUED FROM PAGE 3) 
of persuasion so that ideas in the pros- 
pect’s mind become motives to action. 
Blate Led for Year 


Mr. DeLong made the awards to 
agents with outstanding production rec- 
ords. Maurice Blate won the honor of 
acting as toastmaster by leading the 
agency in paid-for business for the year. 

Home office guests included Presi- 
dent J. R. Hardin, Vice-president E. E. 
Rhodes, Vice-president and Mathemati- 
cian J. S. Thompson; Vice-president 
and Superintendent of Agencies Oliver 


Thurman; C. E. Brewer, Sr., assistant 
sec ‘ary; Medical Directors W. 

Ww C. P. Clark and W. A. Reiter; 
A stant Medical Directors E. V. 


‘ :et and David Steuart. 


Commissioners Confer 


SAN FRANCISCO, Jan. 18.—Ex 
amination of companies and uniformity 
of action were discussed at a four-day 
conference between Commissioners 
A. Sullivan of Washington, A. H. Aver: 
ill of Oregon and E. Forrest Mitchell of 
California here. 

Among the matters discussed was the 
invitation presented to all the Pacific 
Coast states by the California-Western 
States Life to examine it as soon as [0s 
sible. As a result it was announced that 
the examination of the California-West- 
ern States would be made jointly by 
Washington, Oregon, California an 
Utah starting this month. 

The commissioners also agreed to 
make a joint examination of the West 
Coast Life in March or April. 

Ohio National Meeting 

LOS ANGELES, Jan. 18.—Tht 
southern California agency of the Ohio 
National Life, Wagner & Fuller get 
eral agents, is holding an agency cof 
ference here today. Officials from the 
home office participating are: ~ We 
Appleby, president, and John H. Evans, 
vice- -president and superintendent ° 
agencies. N. E. Glassbrook, Michigat 
superintendent of agencies is also pre 
ent. President Appleby will speak 
“Depression and Recovery.” Mr. Evans 
with a talk on “The Inherent Stability 
of Life Insurance. 
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MODERN BUSINESS-GETTING METHODS 
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General Business Is Much Better, 
According to Indices in 16 Trades 
Cited by Official of Penn Mutual 


Vice-president Frank H. Davis of the 
Penn Mutual Life, in writing of the out- 
look for 1934, recited 16 items as point- 
ing fingers toward, not only a continu- 
ance, but an expansion of the better 
business which life insurance has en- 
countered during the last eight months. 
General business improved somewhat in 
1933 and it is believed by many it will 
continue to do so in 1934. The follow- 
ing are just a few of the high-lights in 
various industries and businesses in 
1933: 


Cites 16 Factors Which 
Indicate Conditions Better 


1, Newspaper advertising—The trend 
in 52 cities has been distinctly upward 
from August, 1933. alee 

2, Magazine advertising — Beginning 
with September, 1933, lineage has run 
ahead of the same months in 1932. 

3. Automotive industry—Twelve lead- 
ing companies, first nine months of 1933, 
report operating profit of $85,000,000, 
against deficit of $16,000,000, same pe- 
riod in 1932. (Which proves that a 
largely increased number of automobiles 
are being sold.) ; 

4, Automotive parts and accessories— 
Earnings 23 leading companies, second 
quarter of 1933, total $6,600,000, in con- 
trast with a deficit of $2,241,000, same 
quarter of 1932. Production of pneu- 
matic tires, first nine months of 1933, 
was ahead of previous year. 


Textile Industry Is 
Showing Improvement 


5. Textiles—The editor of ‘Textile 
World” sees an inerease of 25 percent 
in textile mill activity in 1933 over 1932, 
According to this statement, 1933 ap- 
proximated “what might be called a nor- 


mal year,” and “for the first time in 


some years a fairly large number of 
textile manufacturers had an opportu- 
nity last summer to make a _ little 
money.” Cambridge Associates, of 
Boston, on 11-months basis, shows 36 
percent more cotton consumption in 
19383 than in 1932. 

6. Shoes—Output in 1933 estimated at 
approximately 350,000,000 pairs, an in- 
crease of 15 percent over 1932. 

7. Retail sales—Have shown consider- 
able gain during last half of 1933. Cam- 
bridge Associates says retail merchan- 
dising outlets have successfully bid for 
a large share of public’s new purchas- 
ing power. Mail order and chain stores 
ave been particularly responsive. In 
retail field, profits in 1933 will probably 
not show as spectacular a gain as auto- 
mobile industry, but increased sales have 
Sone far to create better feeling. 


Steel Mills Operating 
Closer to Capacity 


8. Stel—Operations during 1933 
ranged from a low of 15 percent of ca- 
Pacity to a high of 55 percent in July. 
Average output first 11 months was 
33.29 percent of capacity as against 20.15 
Percent in 1932. (Which is quite good 
Considering the fact that during the war 
Was perhaps the only time that the steel 
industry operated at 100 per cent capac- 
ty). The “Iron Age” says that the 


‘on and steel industry will recall the 
Past 12 months as a period of pro- 
nounced recoverv; that 1933 was a ban- 
on year in tinplate; and that pig iron 
=< showed a 52 percent gain over 





9. Canned goods—Closed old year in 
better position than at opening. 

10. Drug trade—Manufacturers and 
distributors probably. closed year in 
stronger financial position than at end 
of 1932. Wholesale volume was run- 
ning 5 percent to 10 percent above 1932, 
and staples were moving steadily. 

11. Electric refrigeration—First nine 
months of 1933, substantial increase over 
corresponding period of 1932. 


Glass Trade Enjoys 
an Exceptional Business 


12. Washing machines—October, 1933, 
sales totaled 107,400, highest number for 
month in history of industry. More 
than 100 percent greater than October, 
1932. 

13. Glass industry—It is believed that 





composite figures for glass trade in 1933 
will show marked improvement over 
preceding year. Improvement especially 
apparent in glass bottles and containers, 
blown and print glassware and flat glass. 
Recently an exceptional demand for bar 
glassware. 

14. Lumber industry—National lumber 
consumption increased during third quar- 
ter of 1933, and substantial volume was 
anticipated during fourth quarter. 

15. Motion pictures—On Oct. 26, 
1933, one authority said: “The largest 
dollar upturn in box office receipts since 
the adoption of sound pictures has been 
experienced by motion picture theaters 
in recent months.” 

16. The Penn Mutual has shown an 
increase in paid business in each of the 
last eight months, except for October, 
which showed the slight recession of 
1.3 percent. Our December record was 
wonderful and gave us a plus of 20.1 
percent over December, 1392. For the 
full year of 1933 our paid business was 
but 3/10 of 1 percent behind 1932, not- 
withstanding the fact that we had a 
minus sign in each of the first four 
months of the year. 
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Detailed Steps in Selling Business 
to Prospective Agents Discussed 
at Chicago Supervisors’ Meeting 


Valuable suggestions on methods of 
drafting agents were given in the open 
forum in the January meeting of the 
Life Agency Supervisors Association of 
Chicago, over which Harry Anderson 
of the Rockwood Company presided. 

There are three major divisions in the 
job of selling a person the idea of sell- 
ing life insurance, B. H. Groves, Trav- 
elers, said. First the agency prospect 
must be unsold on his present occupa- 
tion; second, he must be sold on the 
life insurance business generally, and 
third, sold on the particular company. 


Questions to Ask 
Prospects Are Given 


Pertinent questions to ask the pros- 
pective agent are whether there are any 
imperfections and limitations in his 
present job, whether he is building any- 
thing permanent for himself, whether 
he is restricted in his earnings, whether 
he is permitted an outlet for his initi- 
ative and energy, whether he is tied up 
in a limited field of endeavor, whether 
his compensation is commensurate with 
the work which he puts in. 

On the other hand it could easily be 
shown that the growth of life insurance 
has been phenomenal, that it has with- 
stood the depression better than any 
other business and that it is on the 
threshold of even greater development. 
The prospect is told that an aggressive 
man is bound to be successful in such a 
business. 

Mr. Groves after this preliminary in- 
troduction then tells the prospective 
agent that in the broad sense all human 
occupations can be divided into sales 
and service. The primary question is 
in which class does the prospect want 
to be. Most prospects will readily 
agree that the salesman gets the money; 
that his remuneration is far greater for 








the effort which he puts in than the 
man in the service field. 

Mr. Groves then states that the pros- 
pective agent cannot afford to make a 
mistake in these times. Too much de- 
pends upon his getting started in the 
right business. At the same _ time, 
neither can the life agency or company 
afford to make a mistake in selecting 
its agents. 

Mr. Groves asks the prospective sales- 
man to write the specifications of what 
he considers the ideal job. These re- 
volve around financial return, perma- 
nency of product, independence of the 
individual, period of service, whether 
the work is satisfying, the standing of 
the business, whether it is recognized 
as one of integrity and a basic place 
in society or has lesser standing. The 
prospect is asked to put all of these 
factors down on paper. 


Other Features of Ideal 
Job Are Presented 


One of the considerations is whether 
he ‘should do a good job of work and 
not be thrown out after long service 
through no fault of his own; another, 
whether he will be in his prime and 
earning an income commensurate with 
his ability and experience when he is 
age 50 or 60, or whether he will be 
down and out. Another factor is the 
type of people with whom he will be 
associated; another, the capital neces- 
sary to get into the business, and again, 
the time required to put himself on a 
producing basis. 

Obviously, the general agent, man- 
ager or supervisor who is questioning 
the prospective agent, can go down 
through this list and prove that life in- 
surance fits it perfectly. 

The point then is made that there are 
many good life companies, but the pros- 








pect is asked if it is not important what 
local assistance will be given him in 
his development. On some occasions, 
Mr. Groves said, the question of par- 
ticipating or nonparticipating com- 
panies, of multiple line or single line 
companies might be discussed where the 
agent is being competed for by another 
office. 


Question of Agent’s 
Finances Is Paramount 


The final question which Mr. Groves 
puts is, how long can the agent handle 
his family budget while life is proving 
itself to him? It is pointed out that 
many men fail in life insurance selling 
because of inadequate finances; many 
miss by only a narrow margin of cash. 

In the discussion which followed the 
question of prospective agents’ finances 
was considered sufficiently important to 
be asked first. If the agent cannot fi- 
nance himself under present conditions 
he is not wanted by most offices. Some 
agencies ask the prospect who does not 
have ample finances if he cannot induce 
some relative to back him. This is con- 
sidered to have several advantages. A 
relative who has guaranteed to support 
an agent for a test period of, say, three 
months, besides the “family. interest” 
has the financial one. He naturally 
wants to get his money back. He is on 
the home ground and knows what the 
agent is actually doing, what is his at- 
titude toward life insurance, etc. 


Other Matters Considered 
in Recruiting Men 


Agency practices vary on the ques- 
tion whether to close a_ prospective 
agent on the first interview. Generally 
this has proved unsuccessful. Some of- 
fices insist upon talking to the man at 
least three times before giving him a 
contract. Many agencies have tried the 
practice of stipulating in advance be- 
fore contract is signed that the incom- 
ing agent must produce 100 good names 
for solicitation. This requirement serves 
to weed out many prospective agents 
who are not sincere or do not have suffi- 
cient contacts. They do not come back 
for the second interview. 

Some supervisors do not care what 
contacts an agent has if he is willing to 
go out and see somebody every day, 
and if he feels that each day’s work is 
the same as looking for a new job. It 
is the aggressive spirit which many 
agencies seek. 


Gregarious Nature Termed 
Most Important Asset 


New agents must like people and 
people must like them. If this is not 
the setup, many agencies refuse to con- 
sider a man, believing that he rarely can 
succeed. 

It was suggested that the high pres- 
sure method of selling the business to 
new agents may have as serious results 
as the high pressure method of selling 
life policies. They lapse much more 
frequently. 

There has been much criticism of the 
highly colored pictures of financial re- 
turns possible for agents made by some 
enthusiastic general agents, managers 
and supervisors. Many agents get the 
impression all they have to do is to 
file a contract and soon they will be 
able to buy an expensive car, $150 suits, 
etc. Agencies are coming to recognize 
that they have better results when they 
paint the bright side of the picture 
truthfully to prospective agents and 
then as plainly tell the many difficulties 
which will be: encountered, the hard 
work, unpleasantness in many inter- 
views, rejections by companies, policies 
which are issued but cannot be deliv- 
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ered, lapses, frequent difficulty of col- 
lecting premiums, etc. 

It is the view of many agency men 
that the more people that can be kept 
out of the business, at least under pres- 
ent conditions, until they are willing to 
come in on a 100 percent basis and 
work and study hard and intelligently, 
the better the business will be. 

It is the belief of many agencies that 
it is best to go out, even at the ex- 
pense of much time and effort, to find 
the good agency prospect rather than 
to waste much time in the “mine run” 
of experienced and would-be-agents 
who trickle into the office looking for 
a job, preferably on advance. 





Improvement Seen 
in Wide Survey 
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crease to 405. Of the 405 those who 
had no other insurance numbered 309. 
The average new application was for 
$1,172 while those having other insur- 
ance averaged $2,646 in force. 


Situation with Government Employes 


Government employes, including fed- 
eral, state, county and city workers, 
numbered 364 as against 316 in Decem- 
ber, 1932, and 350 in July. Those with 
no insurance numbered 227. The aver- 
age application was for $2,209 and those 
with other insurance carried $3,310 
each. In this major group were 69 em- 
ployes on U. S. relief projects compared 
with 44 in July. There was no corre- 
sponding figure for this classification in 
December, 1932. The average applica- 
tion from the relief workers was but 
$1,116 while only 13 had other insurance 
and they carried but $1,385 each. The 
fact that 82 percent of this group were 
absolutely new to life insurance is sig- 
nificant. The lack of insurance pro- 
tection among the unemployed has been 
one of the sad lessons of the depres- 
sion. Some students of economics have 
ventured the opinion that if the people 
had carried twice the amount of insur- 
ance now in force there would have 
been no depression or that at least it 
would not have lasted so long. 


Undertakers Well Insured 


In this connection it is interesting to 
note that the undertakers are almost 
insured 100 percent. No other class has 
a better opportunity of learning first 
hand the real lesson of life insurance in 
its relationship to the family. Of the 
21 undertakers who bought life insur- 
ance in December, only one stated he 
had no other life insurance. The aver- 
age new application was for $4,262 
while the 20 already insured carried 
$5,150 each. 

In the oil production and refining in- 
dustry there were 200 buyers in De- 
cember as against 160 in July and 141 
in December, 1932. The average new 
application was for $2,728 while the 
63 with other insurance had $4,937 each. 
Among automobile filling and service 
station employes there were 286 buyers 
in December. The comparative figures 
were 179 in July and 223 in December, 
1932. The average new application was 
for $1,846 and the 105 with other pro- 
tection had $2,333 each. 


Improvement with Teachers 


Teachers are improving as a field for 
life agents to cultivate, although the cur- 
tailment of their salaries and the finan- 
cial difficulties of many school districts 
and educational institutions have greatly 
interfered with their plans for protect- 
ing the future through life insurance. 
In December there were 249 teacher 
buyers of life insurance compared with 





Wanted 


Agency Manager acquainted with State of 
Illinois, Middle West Company, must have 
proven ability. Submit all details concerning 
age, experience, salary desired, etc. in first 
letter. Address Y-17, The National Under- 
writer. 




















Mutual Benefit Life Leaders 





The Mutual Benefit Life in analyzing 
its agency production last year found 
two men running close together. W. H. 
King of Lima, O., who was the leader 
in 1932, again led in production last 
year his figure being $2,165,506, an in- 
crease of 48 percent over his 1932 
volume and incidentally 1933 brought in 
the largest paid business he has enjoyed 
in his 21 years. He ranked fourth in 
lives with a record of 161. At the close 
of the year he completed 932 consecu- 
tive weeks of production. 

The runner up was S. W. Sturm of 
Cincinnati, whose production was $2,- 
099,798. In addition to Messrs. King 
and Sturm, the Cincinnati agency placed 
three other men in the Million Club— 
Preston Wright, A. R. Greenke and W. 
E. Wright, who ranked third, fourth 
and sixth, respectively. W. E. Wright 
completed 760 weeks of production and 
was leader of the company’s Half-Cen- 
tury Club. 


Georgia Man Was Winner 


Competition for lives leadership was 
enlivened by W. H. Cobb of Americus, 
Ga., who wrote 75 lives in December for 
a total of 260 for the year, putting him 
in first place in the Century Club. In 
volume Mr. Cobb ranked fifth among 
the company’s million men. 

A. P. Steler of Detroit, who has been 
lives leader for the past seven years and 
who led the field for the first 11 months 
of 1933, finished in second place with 
217 lives. He ranked ninth in the Mil- 
lion Club and completed 906 consecu- 
tive weeks of production. L. G. Rude 





of Newark ranked third in lives and 
seventh in volume. M. B. Parsons of 
Chicago ranked eighth in volume. 

In addition to the first four men 
named, the following salesmen qualified 
for the Century Club by writing 100 or 
more lives: J. G. Durden, Atlanta; G. 
H. Shephard, C. E. Hedgman and A. 
D. Conley, Detroit; C. A. Wagner, A. 
N. Cody and F. F. Ulrich, Grand Rap- 
ids,, Mich., J. G. Weill and R. S. Wil- 
son, Louisville; R. H. Kincaid, Nash- 
ville; D. D. Key, Oklahoma City; and 
F. T. Nye, Sioux City, Iowa. 

The Atlanta agency under R. L. Fore- 
man, general agent, paid for $5,827,749 
of new business, an increase of 66 per- 
cent over 1932 and the largest volume in 
the company’s 48 years of continuous 
operation in Georgia. The agency 
ranked eighth in volume. 


Oklahoma City’s Record 


The Oklahoma City agency placed 
$1,597,189, the largest volume in its 32 
years of operation. Since August, 1931, 
the agency has been under the direction 
of W. T. Thach, general agent, formerly 
editor of the Mutual Benefit’s “Pelican.” 

The Grand Rapids agency, established 
in 1931 with R. R. Stotz as general 
agent, recorded $8,235,330 of paid busi- 
ness, as compared with $4,432,929 in 
1932. The agency ranked seventh in 
volume. 

The New York City agency ranked 
first in volume with $23,084,950 of paid 
business. Cincinnati, Detroit, Buffalo, 
Newark and Chicago followed in the 
order given. 








227 in July. However, there was a 
marked decline as against December, 
1932, when there were 571 such buyers. 

The building industry fell off as in- 
surance buyers with 169 in December 
compared with 195 the previous De- 
cember and 201 in July. Average new 
application was for $2,351. 

Investment brokers and salesmen in- 
dicated their high regard for life insur- 
ance by submitting the largest applica- 
tions with an average of $9,243. Of 
the 35 such buyers in December, 22 had 
other life insurance, the average being 
$52,430 each. 

Of. each 10,164 who purchased life 
insurance in December the survey indi- 
cates that 62 percent were entirely new 
buyers or 6,306 of the total. 


May and Pattison 
Both Are Indicted 
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pany with intent to defraud policyhold- 
ers and stockholders and those about to 
become policyholders and stockholders. 
Conspiracy to embezzle and fraudu- 
lently convert their own notes, mort- 
gages, bonds, checks and orders for pay- 
ment in the amount of $250,000. 
Conspiracy to make and approve in- 
vestments and loans of a kind and de- 
scription in violation of law. 
Conspiracy to buy, discount and pur- 
chase for the company notes, mortgages, 
bonds, securities and property of Em- 
met C. May and G. B. Pattison and 
notes of divers firms and corporations 
in which they and each of them were 
interested at exorbitant prices. ° 


Peoria Life in Tangled Shape 





Conspiracy to induce the Peoria Life 
to make large and excessive loans to di- 
vers pérsons, firms and corporation who 
were then insolvent and approaching in- 
solvency without receiving any adequate 
security and to make large and exces- 
sive loans to themselves and firms, cor- 
porations in which they were interested. 

Neither Mr. May nor Mr. Pattison 
would make a statement as to the 
charges preferred against them. When 


questioned by newspaper men they in- 
dicated that they had nothing to say. 

In the meantime the Peoria Life re- 
mains in an entangled receivership. Ap- 
pointment of George Shurtleff, chal- 
lenged by the state insurance depart- 
ment, is before the Illinois supreme 
court, while the application for a char- 
ter to operate as a mutual company ap- 
parently has been side-tracked in Spring- 
field or thereabouts. 

Mr. Shurtleff and C. V. O’Hern, 
choice of Director Palmer, are in charge 
of affairs at the home office. They are 
surrounded by a group of representa- 
tive and responsible business men, but 
the -board, it seems, doesn’t include 
many acquainted with the operations of 
business of an insurance company. 


‘Want to Save Company 


Peorians, naturally, are interested in a 
plan to save the company both for the 
policyholders and the city, but are not 
at all pleased with the progress made 
thus far. Financial men are willing to 
aid in putting the company back on 
its feet but they are reluctant in pour- 
ing their money into the melting pot 
until a set-up, agreeable to the court 
and state, is settled upon. 

The charges before the grand jury 
were brought about by the examination 
by the Illinois insurance department. It 
is known that the state officials have 
been very eager to have the grand jury 
act, hoping to hold responsible those 
who were back of the Peoria Life and 
are charged with its downfall. Insur- 
ance Superintendent ‘Palmer has been 
interested in endeavoring to run down 
some of the officers and directors of 
companies where he feels they have 
been criminally liable. 





Has No Thought of Moving 


DES MOINES, Jan. 18.—George N. 
Ayres, president of the Central Life of 
this city, and F. P. Carr, general coun- 
sel, emphatically denied reports current 
in Chicago to the effect that Central 
Life would remove to Chicago in the 
event the company was awarded the re- 
insurance contract of National Life. Mr. 
Ayres declared the Central Life has 





never contemplated any such move. 











Problem of Lapse 
Is a Vexing One 
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delay by the company is an inferential 
acceptance of the risk. It should be 
given at least as good attention as the 
original application. 

The companies should expect the 
policyholder’s representations on appli- 
cation for reinstatement to be depend- 
able. Courts variously have ruled re. 
garding the value of reinstatement ap- 
plications that the old contract hold in 
force as if it never had lapsed with the 
original state contestable clause in 
force except with current dating apply- 
ing to the contestable clause and the 
general rule of most courts that the re. 
instatement application and approval 
constitute a new contract and if it is 
obtained by fraud it is voidable like any 
other contract. 

Dr. Dingman said it is wise to as- 
sume the policvholder applying for re- 
instatement is being truthful, but if the 
company feels he is making false rep- 
resentations it is justified in resisting 
liability and taking the case to court. 



















Companies Should Expect Profit 


Every life company has a right to ex- 
pect a profit on its transactions. This 
is necessary to maintain safe insurance 
for the policyholder. 

Dr. Dingman gave four practical rules 
out of his experience for handling re- 
instatements (1) If the premiums are 
less than a certain amount (which in 
the Continental Assurance is $20) then 
the lapsing policyholder should be for- 
gotten as he is costly. (2) If the pol 
icyholder is shown to be a_ chronic 
lapser, ignore him, as the handling cost 
is too great. (3) The 1934 underwrit- 
ing standards must apply. Experience 
cannot be ignored. (4) The company 
has no right to perpetuate its under- 
writing mistakes of the past. If it made 
a mistake in issuing a policy ten years 
ago which lapsed this year, effort 
should be made to correct the mis- 
take. 

An interesting question is what 
weight to give the disability clause. Dr. 
Dingman recommends handling a life 
policy with disability clause as a unit 
on reinstatement. If the verdict is to 
refuse reinstatement of the whole, then 
the policyholder always can apply for 
a change of policy, eliminating the 
clause, and the company will consider 
further. 








PERSONALS 

















James J. Harrison of Little Rock, 
Ark., state agent Union Central Life, 
has been named Arkansas director of 
the National Emergency Council. He 
will assume direction of NRA _ and 
AAA compliance in the state, aid in 
the creation of consumers councils 
where necessary, set up information 
bureaus for the guidance of the public, 
and will abolish or create local volun- 
teer committees to replace some of the 
volunteer recovery committees now 1 
existence. 


President George W. Smith of the 
New England Mutual Life wil! broad 
cast a message to all its general agen 
cies next Monday afternoon. Genera 
agents are arranging to have their mef 
at headquarters so that they can listen 
to the president tell about the results 
of the year and the outlook for 1934: 


William Strauss, general agent ™ 
Houston, Texas, for the General-Amet- 
ican Life, has been re-appointed chaif 
man of the board of directors, chaif 
man of the loan committee, and chalf- 
man of the executive committee of the 
Houston branch of the Regional Agtr 
cultural Corporation of Fort Worth 
Texas. 




















